FEED MERCHANTS BULLETIN and 


O HERE'S nothing 
to fear in going on a 
cash basis. This has 

been proved by hun- 

dreds of feed dealers 

who have made the 
change. Sell for cash FA 
to increase your sales 
and profits and de- | 
crease your business | 
worries. 
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In Every 


Community~ 


there is a real opportunity for an alert, business-like dealer 


who will sell Quaker Feeds the Quaker way. 


This dealer may have a business that can be profitably ex- 
tended by the Quaker line. 


Quaker dealers are profiting by the ever-growing demand for 
Quaker Feeds and Flours. They are taking advantage 
of Quaker’s strong advertising campaign. They cooperate in 
Quaker’s merchandising methods, and Quaker’s liberal dealer- 
advertising plan. 

They appreciate Quaker service, which includes combined 
shipments of flour and feed in the same car. 


Get the Quaker proposition now. Just drop a line—a postal 
card will do. 


The Quaker Qats @mpany 


CHICAGO, U.S. A. 


Quaker 
FUL-O-PEP 


POULTRY FEEDS 


Manufacturers of a complete line of poultry and 
livestock feeds—and finest flours 
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STEEL CUT Grains 
bring Better Prices! 


Steel cut corn, durum wheat, milo maize, 
peas, millet and kafir corn sell for much 
better prices than cracked, ground or 


milled feed. 
The Eureka Cutter 


makes a cleaner, brighter and more uniformly 
sized product than is possible with any other 
means of reduction. Much less fine residue, 
no jagged edges or splinters. Cuts corn with 
excessive moisture perfectly; requires. less 
power. Makes a highly saleable product that = 
brings fancy prices. Write for full informa- ee of 
tion. 


Fverything Jor Every Mill and —_ ri 
“The Strong -Scott Co. ‘STRONG 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott SCOT) 
EZ 


The Symbol of Service 


We can ship your requirements of Oats and 
Corn from our Elevator at Milwaukee or 
Savanna, Ill. 


We buy only the best quality grain and you 
can handle our shipments profitably. 


Choice new corn is now available. 


«| Write or phone for our quotations fe 


FROEDTERT GRAIN & MALTING Co. 
MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA BROADWAY 5600X, MILWAUKEE 
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Paze Three 


ARCADY FARMS MILLING COMPANY 


223 W. Jackson Blvd. Chicago, IIl. 
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Volume Four 


November, 1928 


‘Number Eleven 


Cash Basis Increases Business 
Viroqua, Wis., Firm 


Plan Is Proved Successful After Two Years of Operation 
Urged to Discontine Selling for Credit 


Fellow Dealers 


HE members of our firm gave 

considerable thought the 

question of whether or not to 
go on a cash basis long before we 
made the change. We finally came to 
the conclusion that conditions among 
the farmers were different than when 
we first started business, and that it is 
now harder for the farmer to pay a 
contracted debt than it was five years 
ago. We do not mean that the farm- 
ers are less responsible or more dis- 
honest than they were, but there are 
now more things for the farmer to buy, 
such as automobiles, ‘electric light 
plants, washing machines, etc: These 
articles are sold on the installment 
plan and we found that the farmers 
were keeping up their installments to 
the garage and elsewhere while we 
held the bag with their feed accounts 
on our books. 

We tried to remedy the situation by 
changing to a basis under which we 
extended credit limited to 30 days. We 
made every one of our customers dis- 
‘'tinctly understand that they would be 
required to pay their bills in full every 
30 days and we had a notation to that 
effect printed on all of our sales slips. 
We tried this plan for a period of four 
months, at the end of which time we 
made a check and found our book ac- 
count had increased by $40,090.00. 
Checking further, we found that only 
seven per cent of our customers had 
lived up to their promise to pay in full 
each 30 days and some of our custom- 
ers are still on our books for credit 
extended during this trial. 

On December 7, 1926, we definitely 
decided to go on a cash basis, effec- 
tive January 1, 1927, and we issued a 


By Fred Dyson 


Fred Eckhart Co., Viroqua, Wis. 


circular to all of our customers making 
the announcement. We told them 
truthfully that we had $100,000.00 on 
our books, which included approxi- 
mately $40,000.00 in accounts receiv- 
able and $60,000.00 represented by 
notes. We explained that this was 
too much money -for us or any other 
feed dealer to carry, that we were 
forced to pay cash in buying all the 
feed we sold and that in order to con- 
tinue to render an efficient service to 
our customers we were compelled to 
change to a cash basis. - 

Between 75 and 100 per cent of our 
customers came in to see us following 
this announcement and we in turn 
went out to call on all the principal 
feeders to make our announcement in 
person. We were really surprised to 
find that practically all the farmers we 
talked to approved of our decision to 
sell on a strictly cash basis. I would 
say that approximately 95 per cent of 
people we talked to favored buying on 
a cash basis in accordance with our 
selling plan. 

We started operating the plan on 
January 1, and the first three or four 
weeks were mighty hard. We lost 
some of our trade but we believe we 
have all that we lost back now and in 
addition we have many new customers 
that we never had before. Or volume 
was smaller the first couple of months 
but since then has increased tremen- 
dously end our sales now are greater 
than they ever were. 

The cash basis plan also had a good 
effect on helping us to collect the old 
accounts but we still have approxi- 
mately $35,000.00 on the books which 
will give you credit dealers an idea 
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of the real worth of book accounts. 


Few people ever come to our store 


asking for credit now, for they know 
we are a strictly cash institution. 

We recommend that every feed deal- 
er get on acash basis as quickly as pos- 
sible, for it is best for the dealer and 
best for the farmer. It certainly is a 
pleasure to end each day knowing that 
you have the money for every. sack of 
feed that left your store. We hope 
that more dealers will go on a cash 
basis for we feel that it is the biggest 
thing. which can be done to preserve 
our business and maintain our indus- 
try as a leader. 


ROCHESTER ICE & FUEL CO., 
Rochester, Minn., since adding a feed 
line two years ago, has became one of 
the leading feed dealers in southeastern 
Minnesota, according to Walter Caus- 
ten, manager, who visited in Minneap- 
olis recently. 


SPIES MILLING CO., Preston, 
Minn., reports that until a few weeks 
ago dealers in Minnesota were pessi- 
mistic of the prospects of a good feed 
business this fall, due to the large 
grain crops, especially corn and oats, 
of which there was a great surplus. 
But returns show that the conditions 
have changed for the better, due to the 
prevailing high dairy prices. 


COMMERCIAL FEED SALES 

Most of the manufacturing firms are 
not accepting orders for delivery to 
feed dealers after January 1. They re- 
port, however, that they are booking 
a greater tonnage than ever before in 
their history. 
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M. C. BURNS, president of the 
Traders Feed & Grain Co., Bufialo, 
and chief executive ot the United 
States Feed Distributors association 
served throughout October as foreman 
of the Erie county grand jury. <Ac- 
cording to Mr. Burns, life has no fur- 
ther secrets. after such a service. 


BUCKWHEAT CROP SMALL 

The buckwheat millers of eastern 
New York report a light crop with a 
prevailing price of $1.00 per bushel. 
About a dozen millers have added pre- 
pared flour mixers and have found a 
ready market for both the buckwheat 
and wheat mixtures. 


SWEET 
DAIRY FEED. 
BROOKS MILLING CO, 


MIN NEAPOLIS. 


GUARAN o AN 


INGREDIENTS 


CORN GLUTEN FEED WHEAT BRAN. SOY 


BEAN MEAL. OLD PROCESS LINSEED on. 
MEAL, PRIME 43°; COTTON SEED MEAL. 
PULVERIZED AND BOLTED FLAX AND 
GRAIN SCREENINGS, MINERALS (CALCIUM 
CARBONATE. BONE MEAL, SALT) AND 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


— SCRAPS cost you one cent more than 
FOR POULTRY |: the other kind. 
Darling & Company 
F DARLING: “E-COMPANY 2 _ Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


Feeding Talks on Radio 
Once Each Month 


Beginning in November, W. A. Stan- 
nard, secretary of the Eastern Federa- 
will discontinue his weekly radio 
talks on feeds and feeding and_ will 
give only one talk a month. This re- 
stricted program will continue through- 
out the winter. 

The next talk will be on November 
15 and thereafter will be given on the 
third Thursday of each month at 7.30 
standard time. The 
talks will be given from WGY and 
associated New York stations, and will 
deal with dairy and poultry feeding, 


tion, 


p- m., eastern 


STATE DISTRIBUTORS 


with special emphasis on the import- 
ance of the service rendered by the 
retail feed dealer. 

Feed dealers are urged to post no- 
tices of the talks and to urge their cus- 
tomers to listen. jMr. Stannard will 
be glad to receive suggestions for sub- 
jects for future talks. 


GEORGE LUTZ, Munnsville, N. 
Y., has bought water rights and built 
a small but complete mill, which he 
has just opened. He reports that busi- 
ness is brisk and the outlook excellent 
for the fall and winter. 


J. H. PARKIS, Ballston Lake, N. 
Y., has completed two large concrete 
storage tanks for buckwheat with a ca- 
pacity of 20,000 bushels. He has also 
installed a complete mixing and pack- 
ing machine for prepared flour. 


GEORGE A. SPRAGUE, feed deal- 
er at Albion, N. Y., died October 12 
in a Rochester department store where 
he had gone with his wife to select a 
gift in commemoration of their 35th 
wedding anniversary which fell on that 
day. Mr. Sprague had been engaged 
in the milling and feed industries for 
the past 40 vears, during the latter part 
of which he was secretary and treas- 
urer of the firm of Wood & Sprague. 


AL 


which brings 


INCREASED INCOME 
BLUE RIBBON is a palatable molasses feed 


made only from choice ingredients. 


It is 


bringing profitable repeat business to many 
dealers, building up good. will and friendship 


get acquainted. 


in theircommunity. Increases farmers’ cream 
checks and cuts the cost of feeding. 


If you don’t know BLUE RIBBON 
SWEET DAIRY FEED it will pay you to 


Try a Mixed Car 


LET 


Profits Prove 


Protein 1614%, 6% Fat 


IT 


BROOKS MILLING CO. 


MINNESOTA 
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Eastern Federation 
Adds Members 
As Dealers Support 
Campaign 


MH E membership campaign of 

the Eastern Federation of Feed 

Merchants, which was slow to 

get under way, is gaining momentum 

every day, and there is every indica- 

tion that there will be a veritable land- 

slide of new members before it ends 
in February. 

C. E. Kiff, Delhi, N. Y., a director 
of the federation, walked away with 
honors for the most active campaign- 
ing during October. He called on all 
dealers in the northern part of Dela- 
ware county and came home with sev- 
eral memberships tucked 1n his bag and 
a long list of names of dealers who 
promised to join before the end of the 
drive. 

Enjoys Getting Members 

“It was a great experience,” he wrote 
to Secretary Stannard. “I had dreaded 
going out but I had a delightful time 
renewing old acquaintances and making 
new ones. I picked up no end of new 
ideas which will be valuable to my 
business. I want to thank you for sug- 
gesting this membership that 
caused me to make the calls.” 

That seems to have been the atti- 
tude of many of the members who are 
hustling to put over the drive. They 
have found that the acquaintances 
made and information gleaned from 
other dealers were ample compensation 
for the trouble involved in leaving 
their own businesses. 

F. M. McIntyre, tireless worker and 
director of the federation, sent in a 
list of dealers in this section that filled 
several sheets and in an accompanying 
letter, wrote, 

“Send me up some application cards 
right away and I will see these deal- 
ers. I am confident that they will join 
and are only waiting for someone to 
call. Several of the dealers up here 
in northern New York ere getting be- 
hind this drive in fine shape and I pre- 
dict we will have complete success.” 

W. I. Roe, Watertown, N. Y., is 
another live wire who knows from per- 
senal experience how valuable trade 
organizations are. He is the secretary 
of the Northern New York Feed Mer- 


_ Pennsylvania. 


chants’ association. 

“IT am going to get in touch with 
the names on this list,” he wrote when 
he sent in a long list of the more pro- 
gressive dealers in his section. “We 
should have a representation 
from this section present when you 
hold that new members’ reception at 
3inghamton in February.” 

Out near Buffalo, James H. Gray, 
Springville, N. Y., 1s running true to 
form. He is one of the more progres- 
sive feed dealers in the East and has 
demonstrated it by sending in his first 
new member and a long list of good 
“prospects”. 

Coincident with the major campaign 
of the federation, several affiliated as- 
sociations are conducting drives. The 
Mutual Millers’ & Feed Dealers’ as- 
sociation is out to line up every retailer 
in the western part of New York and 
According to E. B. 
Dunbar, president, who with J. D. 
Ditzler, secretary, makes up an ener- 
getic team, they are not going to 
stop until every dealer, large or small, 
is enrolled. 

Mather Is Determined 

In the counties of Jefferson and 
Lewis another drive is in progress and 
W. A. Mather, Adams, N. Y., presi- 
dent of the Northern New York asso- 
ciation, pounded a table vigorously at 
a recent meeting as he declared that 
the “first job of our organization is to 
get every dealer in it for only then 
can we do effective work. And we are 
going to do it. I am counting on you 
members to bring in the other dealers.” 

The southeastern Pennsylvania asso- 
ciation is already actively at work on 
a drive among the dealers in six coun- 
ties which it serves: The campaign 
is in charge of John Fisher, Boyer- 
town, Pa. He has listed every retail 
dealer and assigned a few names to 
each member. He is sure that by the 
annual meeting in December there will 
be many new names on the member- 
ship roll. 

The names of nearly two thousand 
retail feed dealers are now on the cam- 


(Continued on Page Eight) 
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L. L. Warner 


L. WARNER, Niobe, N. Y., 
" who was recently appointed a 


director of the Eastern Fed- 
eration cf Feed Merchants, is a 
staunch advocate of operating retail 
feed stores on a strictly cash basis. 
And he knows, for he has tried both 
cash and credit. 

Mr. Warner and his brother started 
in business at Niobe in 1892 when they 
built their mill in which they have 
conducted their business ever since. 
For 22 years: they extended to their 
customers unlimited credit but in 1914 
made a sudden shift to a strictly cash 
basis. 

“In those days we bought a car of 
feed for $150.00 to $200.00,” explained 
Mr. Warner. “And $3,000.00 was suf- 
ficient to finance a fair sized retail feed 
business. We put all the money we 
could inake on our books and all of 
the other dealers were doing the same. 

“In 1914, we decided to try what 
was termed a radical idea and sell 
strictly for cash. Our friends predict- 
ed our failure and we were very dubi- 
ous ourselves. The first days the new 
plan was in operation were trouble- 
some ones. We had been financing the 
farmers so long, frequently carrying 
their accounts for months at a time, 
that they could not understand why 
we should not continue. 

“We abided by our decision and posi- 
tively refused to let a bag of feed go 
out of our mill until it was paid for. 
We have never regretted our change 
and shall continue on the cash basis 
just as long as we are in the business. 
We have made a success of selling for 
cash and I think the time is near when 
large numbers of the dealers will adopt 
the cash idea. When they do they 
will be pleased with it and their cus- 
tomers will be better off.” 
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(Continued from Page Seven) 
paign “prospect list” and the second 
of a series of letters and pamphlets ts 
being prepared for mailing to them on 
November first. 

“We expect that many will join be- 
fore these letters are mailed,’ Secre- 
tary Stannard stated. “But we want 
to make sure that no retailer is over- 
looked, so we shall send them a month- 
ly invitation until their name is finally 
written at the bottom of an applica- 
tion card. In the past many have com- 
plained that they had not been invited 
to join. There will be nc such excuse 
this year. There will be invitations 
by mail, by our members and by our 
ofticers. In addition to the influx of 
members that is expected, the better 
understanding of the federation and its 


activities will be of great value.” 

Membership application blanks may 
be procured from the secretary, W. A. 
Stannard, 48 State street, Albany, N. 


ELMORE MILLING CO., Oneon- 
ta, N. Y., has opened a retail store at 
Cherry Valley, N. Y. ‘Their store at 
Central Bridge, N. Y., has been closed. 


JOSEPH L. PAYETTE, Cohoes, 
N. Y., is constructing a new storehouse 
and will move from his present loca- 
tion about December 1. For many 
years the Payette family have enjoyed 
a flourishing feed and grain business in 
the heart of the business section. The 
new store house is on the railroad and 
will facilitate the handling of stock. 


—and, Now 


INTERNATIONAL 


Health Turkey Rations 


W hat it means to dealers 


International Dealers are making money on the 
complete line of scientifically balanced Interna- 


tional feeds for all farm animals and poultry. If 


you are interested in doing a bigger feed busi- 
ness, write for our dealer plan. 


INTERNATIONAL 


Health Poultry Mashes_ 


INTERNATIONAL SUGAR FEED CO., MINNEAPOLIS---MEMPHIS 
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Central Feed Association 
Extends Campaign 


Thirty-four new members have been 
enrolled by the Central Retail Feed 
association since the annual convention 
was held in Milwaukee last June and 
during the personal solicitation mem- 
bership campaign which is still in pro- 
gress. 

Membership at the time of the con- 
vention was 146 while the total paid 
membership today is 180. This is a 
good number as compared with other 
associations when it is considered that 
the Central Retail Feed association ad- 
mits only one class of. member—strict- 
ly retail feed dealers, and has no affili- 
ated memberships or associate mem- 
berships for such classes of feed trade 
firms as millers, jobbers, brokers and 
machinery manufacturers. 

The present personal solicitation 
membership campaign or contest now 
in progress was scheduled to close 
November 15, but the directors of the 
association have now decided to ex- 
tend the final closing date to Decem- 
ber 15. There will be no further ex- 
tension of the contest beyond Decem- 
ber 15, so all members of the Central 
Retail Feed association are urgently 
requested to complete their work and 
send in their reports before that date. 

There is still time for everybody 
whether or not they have done any 
work heretofore, to enter the contest, 


. help the association secure new mem- 


bers and thereby gain strength. It is 
up to you, Mr. Dealer. Write David 
K. Stéenbergh, 86 East Michigan 
street, Milwaukee, secretary of the as- 
sociation, and enter the contest today. 


FARMERS’ ELEVATOR  CO., 
Mount Union, Ia., is installing a feed 
mill in their elevator. 


CHARLES M. STRUVEN, JR., 
second son of Mr. and Mrs. Charles 
M. Struven, was married recently at 
Baltimore, to Miss Anne Stone, Balti- 
more. “Young Charles”, who with his 
brother, Clarence L., is associated with 
their father in the Chas. M. Struven & 
Co., in the sale of fish meal, is of the 
third generations of Struvens to be 
identified with the Menhaden fishing 
industry. His grandfather, Peter C. 
Struven, was one of the pioneers, and 
his father, Charles M. Struven, Sr., 
popularly known in the trade as “The 
Fish King”, is one of the otitstanding 
figures in the industry today. Mr. and 
Mrs. Charles M., Jr., spent their hon- 
eymoon in Atlantic City and are now 
established in their new home on Gar- 
rison avenue, Baltimore. 


woe 


NO LONGER “We hope that many dealers will 
AN EXPERIMENT go on a cash basis for we feel that 

it is the biggest thing that can be 
done to preserve the feed business and maintain our indus- 
try as a leader.” 

With these words Fred Dyson, Fred Eckhart Co., 
Viroqua, Wis., concluded his talk on the success of a cash 
basis before members of the Sparta-Tomah District Deal- 
ers club of the Central Retail Feed association at a recent 
meeting. Unquestionable truth lies in these words and 
they should be taken seriously by every dealer who is not 
yet operating on a cash basis. 

Mr. Dyson told how his firm started selling for cash 
on January 1, 1927, with $100,000 on the books. Now these 
figures have been reduced to $35,000, and what is more im- 
portant, the firm is doing more business than ever—taking 
in cash for everything that it sells. 

When the Fred Eckhart Co. announced the change, 
many farmers came into the office to talk the plan over and 
calls were made on all larger feeders. In this canvass it was 
discovered that 95 per cent of the customers agreed that 
the cash basis would be better for them as. well as for the 
dealer. Business dropped off a little during the first three 
weeks, but increased steadily thereafter. Today Mr. Dyson 
says to his fellow tradesmen: 

“We recommend that every feed dealer go on a cash 
basis as quickly as possible.” 

Mr. Dyson’s experience, in addition to reports from 
others who are now operating on a cash basis proves that 
it is no longer an experiment, but is a sound business fun- 
damental. 

We agree with Mr. Dyson when he says, “It is the 
biggest thing which can be done to preserve the feed busi- 
ness and to maintain our industry as a leader.” 

Decide now to go on a cash basis. 


CUSTOMER IS Arguing with a customer is like hav- 
ALWAYS RIGHT ing heated words with a speed cop. 


It doesn’t pay in the end, although it’ 


may provide temporary satisfaction. 

When you talk loud and fast, make statements without 
thinking, just to have the last word, you have lost your 
poise. Constructive discussion cultivates poise; heated ar- 
gument destroys it, and any good will that a customer may 
have had toward you. 

A good policy to follow is that “the customer is always 
right.” If you do find occasion to calm an irate farmer, or 
correct his misunderstandings of your good intention, do it 
with a smile. He will have more respect for you than if 
you bristled with anger and beat the top of your desk to 
splinters with your fist. 

As the result of arguing with a speed cop is an in- 
creased fine, so the last word with a customer often brings 
the penalty of lost business. 


WE, TOO, ARE In those first days of colonial hardships 

THANKFUL our Pilgrim forefathers turned grateful 

eyes heavenward and thanked God for 

the crops they had harvested to sustain them through the 
winter. 

The venerable custom of Thanksgiving comes down to 
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us from those hardy pioneers who laid the foundation for 
agriculture with their cornfields. Today vast acreages 
stretch from coast to coast and the problem of self preser- 
vation of a group of early settlers has become an obligation 
of feeding millions. 

The feed dealer assumes a part of this great respon- 
sibility. He is an ally of the farmer, working hand in 
hand with him to produce sustenance for a nation. 

He should be thankful for the opportunity to serve hu- 
manity and for the patrons who work with him to keep 
the nation in provisions. He should be thankful too for the 
co-operation of his fellow tradesmen and for the spirit of 
good fellowship which makes the feed business a pleasant 
occupation. 

The Feed Bag is grateful for the opportunity to serve 
those who serve, and it joins with its readers and the nation 
in giving thanks. 


PROMOTION HELPS Successful feed dealers in this 
FEED BUSINESS modern age must be far sighted. 
Business cannot be operated to 
its full capacity with the greatest amount of profit possible 
by merely establishing a warehouse and dispensing wares 
from it on demand. The feed dealer must be a promoter. 
Opportunities for promotion offer themselves almost 
daily. One dealer increases his sales by giving farmers 
veterinary advice. This is a good promotion idea. It helps 
to prevent the death of stock and thereby helps keep up the 
demand for feed. 

A dealer’s feed sales depend upon the livestock the 
farms in his territory have. The number of chicks that are 
hatched is important, but the promotion should not end 
with hatching. A good feed dealer will do all that he can 
to help the farmer raise the chicks to maturity, for that is 
the time they will begin to consume feed in large quantities. 
This fact not only applies to poultry. It is effective with 
dairy calves or a litter of hogs. 

Many dealers have discovered that it is profitable to 
employ a special man to make regular trips in the trade 
territory, giving free service that will encourage farmers to 
raise more livestock, keep it in good health, and make it 
return a profit. A case is yet to be reported where this plan 
was not a success. It pays to promote. 


WATCH THIS More power to the newly organized 
MOVEMENT North Wisconsin Retail Feed Dealers 

association. It has started with a spirit 
that should carry it far. 

The purpose for organizing locally is a desire to co- 
operate in_changing the feed business in the Rice Lake 
territory to a cash basis. This is a good foundation for 
the new organization and a purpose which every feed re- 
tailer should support. 

Success of the St. Croix county dealers who are oper- 
ating successfully on a cash basis is a monument to the 
progress of feed merchandising. It is talked about in all 
sections of the country. 

The new association’s plan is of wider scope. . It will 
include seven counties, and if the cash basis plan is 
successfully carried out, will be the biggest movement of its 
kind on record in any business. 
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TRADE MARK 


GUARANTEED ANALYSIS: 
PROTEIN 20% FAT 5% FIBRE 10% 


CARBOHYDRATES 52% 
INGREDIENTS 
Hominy Meal, Linseed Oil Meal, Gluten Feed, 
Wheat Bran, Cottonseed Meal, Dried Brewers’ 
Grains, Wheat Middlings, Malt Sprouts, Cal- 
cium Carbonate, Bone Meal, Salt. 
MANUFACTURED EXCLUSIVELY BY 


“NORTHERN MILLING Co. 


WAUSAU, WIS. 


“Results Determine Value’’ 


NORTHERN MILLING COMPANY 


FEED MANUFACTURERS 
WAUSAU, WISCONSIN 
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Ohio Grain Dealers’ Fall Meeting 
Attracts Large Attendance 


Pickell, Edwards, Chapple Address Gathering of 200 at Columbus 
Boat Trip Proposed in Plans for Association's 50th Anniversary 


ORE than 200 members and 
M guests attended the annual fall 

meeting of: the Ohio Grain 
Dealers’ association, which was held 
at the New Southern hotel, Columbus, 
October 23. 

The meeting was opened with a 
noon luncheon following which Edgar 
Thierwechter, Oak Harbor, president 
of the association, welcomed the grain 
men and introduced the various speak- 
ers. President Thierwechter com- 
mented on the progress which the as- 
sociation is making! in its campaign for 
members and predicted that the goal 
of 400 members will be attained before 
the organization's 50th annual meet- 
ing next summer. 

Talk on Markets 

J. Ralph Pickell, editor of the Round 
Up, Chicago, addressed the gathering 
on the subject of price. Mr. Pickell 
recalled that it was 20 years since he 
had attended a meeting of the Ohio 
Grain Dealers’ association, but that the 
same old problems were still on the 
program for discussion. 

Mr. Pickell is mighty proud of his 
record as a speculator, and despite the 
fact that he has lost considerable 
money at various times, admits that 
he has been right more than he has 
been wrong in the past 15 years. 
“There is no man, never has been and 
never will be who can beat the market 
consistently,” he said. “Speculation in- 
volves risk and uncertainties which 
will wreck the best calculations. The 
most important thing for any specula- 
tor to know is what to do when he 
is wrong. 

The Seven Year Cycle 

“IT believe that if I. lost every cent 
I have today but continued in good 
health that I could come back success- 
fully in seven years’ time,” Mr. Pickell, 
who is a believer in the seven year 
cycle of advancing and declining mar- 
kets, asserted. 

Some of the points Mr. Pickell made 
in his address are as fcllows: (1) A 
declining market moves more rapidly 
than an advancing market. (2) There 
are plenty of buyers when the market 
is making a top but few at the bottom. 
(3) The cotton market, which is world- 
wide, is easier to forecast than wheat 
or corn. 

(4) The corn market, which is pe- 


culiarly American, is the hardest to 
forecast, but 40 out of 50 times makes 
its top in the month of August. (5) 
Certain factors may disturb the mar- 
ket at times, but there is always a ten- 
dency for it to return to’normal. (6) 
Every advancing or declining market 
shows resistance manifested as the 
daily range. 

Mr. Pickell made the following pre- 
dictions with respect to the markets 
at the present time. ‘Wheat,’ he said, 
“is a good buy at the »resent time in 
prospect of a temporary advance of 
approximately seven cents. December 
wheat,’ he further predicted, “will 
make a bottom between $1.08 and $1.10 
from which point it will rally. Decem- 
ber corn will sell close to 72 cents,” 
he confidentially expects, “or if Decem- 
ber fails, May must and will. The 
stock market has not reached a top 
and railroad stocks particularly are a 
good bvy.” 

Feed Plant Efficiency 

Sherman T. Edwards, of S. T. Ed- 
wards & Co., distributors, of dried but- 
termilk and feed system engineers at 
Chicago, delivered an address on the 
subject “Making a Profit in the Feed 
Business”. His remarks are published 
elsewhere in this issue of The Feed 
Bag. Mr. Edwards believes that mod- 
ern machinery is making feed plants so 
efficient that they will eventually al- 
most entirely supplant custom home 
mixing. 

Bennett Chapple, vice-president of 
the American Rolling Mill Co., Mid- 
dletown, Ohio, brought the inspiration- 
al message of the day to the ‘grain 
dealers, speaking on the subject of or- 
ganization. He reviewed the progress 
organization has been making in many 
industries of the country and explained 
some of the resulting benefits. The 
“think I can” attitude, according to 
Mr. Chapple, is the most important 
thing in business today for without it 
a fellow, no matter how good his pro- 
position, is beaten before he starts. 

Summer Meeting Plans 

Concluding the program W. W. 
Cummings, Toledo, secretary of the 
association, explained tentative plans 
for the association’s 50th annual meet- 
ing and several dealers told of their ex- 
periences with the new corn crop. Prac- 


tically all dealers reporting on the new 
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corn crop said that they had taken in 
little to date but that the corn looked 
better than average, seemed high in oil 
content but in some cases had consid- 
erable moisture, which is only to be 
expected this early in the season. The 
average price paid for corn at the 
country elevators was between 65 and 
70 cents per 70 pound bushel. 

Tentative plans for the coming an- 
nual convention of the association pro- 
vide that it be held on a steamship 
which would leave Toledo or some 
other Ohio port on a Sunday evening, 
returning late Tuesday afternoon. The 
boat would be chartered especially for 
the trip, all meetings would be held 
on the boat and entertainment would 
probably be arranged at some Cana- 
dian port. The cost of such a con- 
vention on the water would be not 
more than $30.00, including all meals 
and staterooms enroute. Members at 
the Columbus meeting passed a reso- 
lution endorsing the project, but a mail 
referendum vote of the members will 
be taken before any definite decision 
is made by the directors of the asso- 
ciation. 


CHARLES WEYDMAN, Eastern 
Grain, Mill & Elevator Corp., and Fred 
Pond, secretary of the Buffalo Corn 
exchange, drove from Buffalo to Co- 
lumbus in Mr. Weydman’s automobile 
to attend the Ohio Grain Dealers’ as- 
sociation convention. 


JOE ABEL, traveling ambassador 
of the New York market, stopped at 
the Niel House while attending the 
Ohio Grain Dealers’ association con- 
vention. The number of Joe’s room 
was 606. 


JOE STREICHER, Toledo grain 
man, is not company at the home of 
Morris Maney, Ohio Farm bureau, Co- 
lumbus. Mr. Streicher and his wife 
spent an evening at the Maney home 
when Joe was surprised to hear his 
host's three-year-old daughter tell a 
friend: “We got company and Joe’s 
here.” 


EVANSVILLE FEED & GRAIN 
CO., Evansville, Wis., has bought a 
batch mixer and will install it in the 
near future. 
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Carefully Sifted for Feed Dealer Consumption 


The luckiest bird this month is the 
turkey who has a keeper with no axe 
to grind. 

HOME COOKING 
“My supper’s cold,” he cried with vim, 
And then she made it hot for him. 


SATISFACTION FIRST 
Sundzy School Teacher: “Then it 


rained for 40 days and 40 nights.” 
Feed Dealer's Son: “Were the farm- 
ers satished then, teacher?” 
* 
Election “returns” will be pleasing 
to some persons, if they placed their 
bets right. 
* ok * 
CORNHAY WEAKLY NEWS 
Lem Jones, our local feed dealer, 
who sprained his wrist last week, is 
now suffering with a compound frac- 
ture. He had to write “please” on all 
the statements. 
Bill Perkins’ wife has let him put 
electric lights on the farm. Now Bill 
can stay home and get lit up. 


Revenue officers raided Bill Chuck’s 
soft drink place the past week. They 
found—the place locked and Bill out. 

Fritz Hoaks of this vicinity still has 
his cows out on pasture. “Profits are 
grazin by,” says Fritz. 

Twins were born to Mr. and Mrs. 
Jed Applegate last Wednesday. Neigh- 
bors say that the boy is an image of 
his father and the girl a perfect phono- 
graph of her mother. 

* 

Another candidate for the dumbbell 
club is the fellow who thinks a draft 
horse is a man who can sleep with two 
windows open without catching cold. 

* * * 
FAMILY FACTS 

“Johnny, if your father earned $40 
a week and gave your mother half, 
what would she have?” 

Johnny: “Heart failure.” 

* * * 
STILL PRACTICING 

Feed Dealer to Friend from Chi- 
cago: “What happened to that gunman 
brother of yours since he’s decided to 


go straight?” 
Big City Friend: “He’s now on a 
farm raising colts.” 


* : 
Leisure is sweet when it follows 
work well done. 


* * 


CUT AND DRIED 
Barber: “I know you have been here 
before, but I just can’t remember your 
face.” 
Customer: “I 


healed up now.” 


suppose not, it’s all 


The only place you can get a chicken 
dinner for a dollar or less nowadays 
is at a feed store. 

* * * 

ONE WORD TOO MUCH 
Ole: “Tillie, will ye marry me?” 
Tillie: “Yaas, Ole.” 

Tillie (after a long silence): 
don’t you say something, Ole?” 

Ole: “Vell, I toink I say too much 
alreddy.” —Penford News 


“Vy 


INDIANS RESUME MILLING 

Lame Deer Flour Mill, Lame Deer, 
Minn., owned by the Northern Chey- 
enne tribe of Indians and operated by 
the Indian bureau for their benefit, has 
resumed milling operations according 
to M. T. Mitchell, government miller 
in charge. Last year approximately 
400,000 pounds of flour were milled. 


Munson. 
made a mistake.” 


ing}the Superior in detail? 


Established 1825 


‘““We were considering buying a feed 
mixer over a year before we did and 
in that time investigated several differ- 
ent makes, and finally decided on a 
And we do not feel we 


The above letter which came in unexpectedly from 
a Southern miller makes us feel that it is worth 
while to build high grade machinery, and at the 
same time demonstrates that the Munson Superior 
Batch Mixer will stand rigid inspection. 


Why not use the coupon and get literature describ- 


Investigate—Compare—Then Decide. 


Munson Mill Machinery Co., Inc. 


UTICA, N. ¥. . 


Representatives: Strong-Scott Mfg. Co., Minneapolis, Minn.; 
F. J. Conrad, Cedar Rapids, Ia.; A. D. Hughes & Co., Way- 


land, Mich., Clarence Wilkinson, Lansdowne, Pa. 7 


Munson 
Mill Mchry. 


¢ 


Co. 

UTICA, N. Y. 
¢ Please send liter- 
sr ature describing the 
- Superior Batch Mixer. 

Name 


Address 


FB 1128 
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Sparta- lomah Dealers Club Meeting 
Unravels Many Feed Problems 


Should Regard Grinding As Profit Maker, Not Trade Builder, Says Kress 


Cash Basis Talks, 75 Cent Dinner, Movies, Play 


HIRTY-EIGHT dealers attend- 

i ed the regular meeting of the 

Sparta-Tomah Dealers’ club of 
the Central Retail Feed association, 
held at the Sydney hotel, Sparta, Wis., 
Thursday evening, October 25. 

The Kiwanis club orchestra, of Spar- 
ta, supplied music during the dinner, 
which included everything from fried 
chicken to pie a la mode, and cost the 
dealers only 75 cents each, proving 
what can be done when there is a good 
feed dealer in town to supply the ne- 
cessary ingredients. 

Feed Store Profits 

F. Kern, manager of the Sparta Pro- 
duce Exchange and president of the 
Central Retail Teed association, who 
was chairman of the meeting, sold the 
feed on which the chickens were raised, 
bought the chickens from the farmer 
and sold them to the hotel, bought and 
sold the eggs which the chickens pro- 
duced while they were being raised, 
sold feed for the cows which produced 
cream for the ice cream and coffee and 
the flour which was used in making 
the pastry and rolls. These transac- 
tions may not all appear on Mr. Kern’s 
books but let’s suppose they did and 
ask some mathematical shark to figure 
how much profit he made on the din- 
ner. 

The business mecting following din- 
ner was opened by an address of wel- 
come by Mr. Kern, and moving pic- 
tures showing the advantages of mem- 
bership in the Central Retail Feed as- 
sociation, by David K. Steenbergh, sec- 
retary of the association and manag- 
ing editor of The Feed Bag. The pic- 
tures, taken under the auspices of The 
Feed Bag, showed dealers at various 
group meetings of the association, held 
at Beaver Dam, Wis., Elgin, Ill., Ste- 
vens Point, Wis., Tomahawk, Wis., 
and the annual convention at Milwau- 
kee last June. 

Two Interesting Talks 

The feed business.on a cash basis 
was the subject of an interesting and 
instructive talk by Fred Dyson, Fred 
Eckhart Co., Viroqua, Wis. Mr. Dy- 
son’s story, with a good moral for all 
feed dealers who are still struggling 
for credit, is published on another page 
of this issue of The Feed Bag. 

John Kress, of the Western Supply 
Co., Sparta, talked on the cost of feed 
grinding. “I like feed grinding just as 


Included on Big Program 


Fleet of trucks and loading platform of the Burlington Feed Co. 


Delivery Service Gains Favor 
Among Feed Dealers 


HE number of dealers who be- 

lieve that delivery of feed to 

farmers will soon be a neces- 
sary service rendered by all feed stores 
is steadily increasing. Hundreds of 
feed dealers are already offering such 
service with great success, and one 
who is doing this is Walter Uebele, 
proprietor of the Burlington Feed Co., 
Burlington, Wis. 

Mr. Uebele operates a fleet of trucks 
which includes two Internationals, a 
Nash, a Studebaker and a Ford. His 
drivers are busy all day hauling feeds, 
coal, flour and wood to farmers and 
local patrons. His delivery charges 
are figured according to weight of load 
and distance traveled and rural orders 
must not be under two tons.to a load. 
Quick service is stressed.and- Mr. Ue- 
bele has noted a steady monthly in- 
crease in customers since he started 
his delivery system. He is also able 
to keep in close touch with all his 
customers, as his drivers visit the far-. 
mers along the routes and keep them 
informed on stocks and prices. 

Feed dealers who do not offer de- 
livery service, in many cases, are hesi- 
tant to do so because they fear that 
it would be impossible for them to 


much as a bull likes a red rag,” he 
said. “I believe there are very few 
feed dealers who da like it but there 
are many of us who think that we have 


(Continued on Page Thirty-three) 
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charge for the service and would there- 
fore merely increase their overhead. 
Most feed dealers are already handling 
feeds on a smaller margin than they 
should and many are doing grinding 
as a business building rather than pro- 
fit making proposition, so it certainly 
seems logical to believe that the feed 
dealer is not in a position to render 
further services unless they are such 
that his trade will pay for them. 

Delivery service was one of the sub- 
jects discussed at a recent meeting of 
the Sparta-Tomah district of the Cen- 
tral Retail Feed assqciation. A. L. 
Klinker, A. L. Klinker & Son, New 
Lisbon, Wis., charges $1.00 per ton 
for delivering feed to farmers in his 
nearby territory. John Kress, Western 
Supply Co., Tomah and_ Sparta, 
charges 10 cents per mile both ways 
for all delivery trips made by his 
trucks but reports that this fee hardly 
pays the cost of operating the trucks. 

Gus Nietmann, Sullivan, Wis., charges 
50 cents per ton for deliveries in 
the village and $1.00 per ton outside of 
Sullivan. His average haul is four and 
one-half miles and he believes the 
charge he makes is adequate. “Farm- 
ers want delivery service,’ according 
to Mr. Nietmann, “and they are willing 
to pay for it.” S. G. Sorenson, Tomah, 
Wis., does not deliver feed outside of 
his village, but charges 5 cents per 
hundred pound sack for all feed and 
flour deliveries in town. 
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MINNEAPOLIS PROGRAM 

The: committee which served during 
erection of the new Chamber of Com- 
merce building at Minneapolis, Minn., 
was entertained at dinner by the Min- 
neapolis Chamber of Commerce asso- 
ciation at the Nicollet hotel. E. S. 
Woodworth entertained with reminis- 


cences as part of a large and splendid 
program. 


P. F. GRAVIS, Waukon, Ia., has 
built a large three-story warehouse 
which was just completed a few weeks 
ago. He has a branch at Rossville, 
Ia. This is his first venture in the 
feed business, as he was formerly a 
general merchant. He is doing a great 
deal of display advertising in the local 
newspapers in order to start his ven- 
ture in the right way. 


OVER SIXTY-THREE YEARS OF SATISFACTION 


BADGER 


TRACE MARE REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


<a 


L. TEWELES SEED CO. 


MILWAUKEE 


WISCONSIN 


“SPRINGE 
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Sparta Produce Exchange 


Improves Plant 

Sparta Produca Exchange, Sparta, 
Wis., is completing several improve- 
ments to its property, which include a 
new coal shed, with capacity for ten 
cars. 

The first floor, of the co-operative’s 
main building is used for a spacious 
and clean general grocery store, man- 
ager’s office, bookkeeping office, ware- 
house office, poultry department, and 
feed storage. The large basement is 
used for storage of canned goods, some 
feed and many berry crates, as the 
Sparta Produce Exchange does a large 
business shipping berries. It also 
houses a modern heating system. The 
second floor, reached by an elevator, 
is principally -used for feed storage, 
giving the store a total feed capacity 
of 20 cars. A large flour storage room 
and bins for bulk grain also occupy 
part of the second floor. 

The bookkeeping department previ- 
ously mentioned, is one of the most 
distinctive features of the Sparta Pro- 
duce Exchange, as compared with 
other feed stores, and is probably one 
of the reasons why F. Kern, manager 
of the Sparta Produce Exchange, and 
president of the Central Retail Feed 
association, is able to handle a large 
credit business with scarcely any loss. 
from bad accounts. 
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Feed Business Offers Opportunities| 


For Hard Working Men 


Science, Modern Equipment Required to Manufacture Quality Product 
Farmers of Today Demand Formulas That Produce Profitable Returns 


By Sherman T. Edwards 


Address Delivered at Ohio Grain Dealers’ Convention, Columbus 


HE subject assigned me is 
- “Making a Fortune in the Feed 
Business”. Sounds like I had 
been given a pretty big job but then, 
to keep pace with this rapidly chang- 
ing world, we’ve all got to be busy 
at big jobs. After all, fortunes are 
being made every year in the feed 
business—the money is there and it is 
easy to find those who have made it. 
It is just as easy to find others who 
are on the short side. 
Bran at $800.00 Per Ton 
Do you ever stop to think of the 
changes that have taken place in the 
past 25 to 50 years? In 1883 I saw 
choice wheat bran, made in the mills 
at Minneapolis, Minn., blown into the 
Mississippi river. I could get all I 
wanted, just by hauling it away. This 
was fancy bran with no mill run in 
it either. Talk about fillers for feed— 
that’s what we called bran in 1883. We 
had to beg our customers to take it, 
and we sold it delivered in Chicago as 
low as 25 to 50 cents per 100 pounds. 
Last week I bought some of the 
same. kind of bran, put up in a nice 
little individual package. Here is the 
same bran—done up as a fancy break- 
fast food, and we pay 25 cents for a 
serving. Deducting possibly 20 cents 
for cream and service, we pay 5 cents 
“for two ounces of bran, or $40.00 per 
100 pounds, $800.00 per ton. In less 
than’50 years science, system and serv- 
ice have changed a supposedly worth- 
less product to a value far greater than 


the original product from which the’ 


bran came. 

Science, food and feed system engi- 
neering have discovered a wonderful 
value in bran, and the same high values 
are being discovered in many other 
by-products which not long ago were 
wasted. I believe the greatest field is 
in the feeding of animals and poultry. 
That’s where much of our quality food 
is first developed. 

Grain Business Limited 

I know you have grown in the grain 
business like every other line—more 
elevators, better machinery, etc., but 
your business is limited. You are 
handling a line of raw material that 
must be moved in volume to make any- 
thing. Your only asset is excellent 


service, good judgment of quality, and 
personality. These are what hold the 
trade. If you stop doing business you 
are quickly forgotten.. You know there 
would not be one call for your No. 2 
yellow corn, because the buyer can get 
the same thing from fifty others. 

Rendering real service in the grain 
business is of considerable value but 
your place is being filled by the grain 
departments of the feed manufacturing 
concerns of today. There are a good 
many feed concerns that have first- 
class facilities for handling and storing 
500,000 to 1,000,000 bushels of grain, 
in addition to all other commodities. 

Your service in handling grain for 
the feed manufacturer is a good deal 
like the property man in a show. You 
furnish the grain, but the manufacturer 
who makes the scientific feed gets the 
credit. His scientific feed makes the 
animals and poultry thrive better, and 
produces more meat, milk and eggs. 
In other words the feed manufacturer 
is riding around in the ring, in view of 
all, with his branded feeds emblazoned 
on every side. You are back in the 
tent, carrying feed and water to the 
elephants. 

Feed Milling Not Simple 

We have all heard the machinery 
salesmen telling how easy it is for the 
grain’ man who buys grain of the far- 
mers, to get into the feed business. He 
says that all you need to do is to buy 
one of his mills and batch mixers and 
go after the business. He forgets about 
formulas, branded bags, state licenses. 
and all that. The farmer tells you 
what he wants, you simply grind and 
mix the feed for him. You are work- 
ing for the farmer—making what he 
tells you to and you don’t know 
whether the feed is any good or not. 

This is all wrong according to my 
judgment. Making a ‘different feed 
mixture for every farmer, from many 
articles that you must purchase in LCL 
lots, runs the cost up. You never know 
what articles to buy when the market 
is low, because someone else is dictat- 
ing the formulas. Then, too, the 
farmer is always changing his formu- 
las. When the prices of the different 
products change, you hold the bag on 
the high priced materials on hand. And 
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the feeder upsets his stock when he 
keeps changing to different mixtures 
of feed. 

Scientific Knowledge Essential 

If you have any idea of going into 
the feed business, you should go into 
it righi, or act as a distributor for 
some good manufacturer who will sup- 
ply the best feeds that science and 
machinery can produce. 

The farmers and feeders are learn- 
jng that not all feed is the best feed. 
They see that the formulas supplied 
them from general sources are often 


out of line—not because the articles. 


named are not first class, but because 
the one supplying them has no knowl- 
edge of the market situation, the 
sources of production, cost of milling 
some formulas as against others, and 
many other conditions. All of these 
add to the cost. 

The modern plant of today is turn- 
ing out 20 to 25 different feeds, all 
made expressly for certain growth and 
production. Designing, building and 
equipping an up-to-date feed plant to 
operate economically requires: 

Feed Plant Requirements 

First—A full set of at least 20 high 
quality tested formulas, complete to 
fit the requirements of the district you 
are to serve. All articles most avail- 
able in your locality should be used in 
as large amounts as possible in the 
make-up of your quality feeds. 

Second—Specific machinery must be 
chosen to make every one of these 
feeds as near the proportions required 
to make an average day’s run of as- 
sorted feeds.. 

Third—A complete system should 
be planned, as many of the articles 
milled are, separated and used in vary- 
ing proportions in as many as eight 
different feeds. In other words, a well 
balanced mill is one where all the de- 
partments co-operate and the grinding 
and mixing equipment is arranged to 
prevent the mixing department stand- 


-ing idle, waiting for some other de- 


partments to catch up. 

Fourth—The purchasing department 
must see that every article required in 
the feeds is on hand and careful at- 
tention must also be given in the sales 
department to prevent swamping the 
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NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
poultry raisers—an offer to try Barnes Emulsion—tae only PERMANENT WORM CON- 
TROL—entirely at our expense—an offer no one can reasonably decline. The object is to 
build a Jarge and profitable business for YOU, right in your territory, and hand it 
over to you. Our campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do ts take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusual! proposition as 
we now offer. Think what you cando WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to gt YOU Sales 


In fact, the most complete support ever given to dealers. Na- 
tional advertisinz which will PROVE that Barnes E nulsion is 
the only true and PERMANENT CONTROL of WORMS in : 
chickens and other fowl. Advertising which will PROVE that > 

other remedies, expellants, DO NOT do a PERMANENT Job, and that in the-final an- 
alysis, the poultry raiser must cone to Barnes Emulsion for permanent, instead of tem- 
porary control of Worms. National aivertisinz which will get orders coming for Barnes 
Emulsion, ani create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 


for wholesale prices, terms, advertising helps and guarante2. Our plan is an eye- 
opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. : 


BARNES EMULSION COMPANY 


’ Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 


Laboratories and Factory, Box 85, Gardena, Calif. 


mill with unprofitable orders, as in the 
manufacture of certain feeds there is 
considerable by-product, like corn 
meal, that must be disposed of in other 
feeds, or the profit in the original sal 
is lost. 

This “Making a Fortune in the Feed 
Business” takes considerable study, or 
you will not get in on the real velvet. 
Just take for instance one good feed, 
and start with the purchase of all the 
raw materials, the milling of each 
article, the kind of machinery best 
adapted for the mixing, and then be 
able to tell the feeder how to use it. 
Don’t forget, you must produce more 
in growth and production than the 
feeder is securing from his method or 
you are through. 

JOHN A. BECKER, Wm. A. Beck- 
er Co., Monroe, Wis., treasurer of the 
Central Retail Feed association, while 
in Milwaukee recently, stopped in at 
The Feed Bag offices to go over asso- 
ciation matters with the secretary, Da- 
vid K. Steenbergh. 


WAYNE FEED MILLS, of Buf- 
falo, N. Y., has been incorporated for 
$100,000. The incorporators are D. 
W., H. W. and S. W. McMillan, H. 
D. Egley, A. G. Phillips, T. L. McGee 
and J. F. Kline. 


The Demand of ee for Better Feeds Makes Feed 


Grinding and Mixing Profitable 


The outstanding 
machines for 


engaging in 
this profitable 
field are: 


or Dry Feeds. 


Write now for Catalog WF. 


Sprout, Waldron & Co. 


BOX 318, MUNCY, PA. 


Chicago Office 


The Monarch Ball Bearing Altrition Mill 


The Feed Grinder that has big capacity, costs the least to run; 
has the longest life and produces cool, uniform feed as fine or 
coarse as your trade demands, and 


The Monarch Vertical Mixer With Molasses Attachment 


The ideal Mixer for custom or commercial Mixing of Molasses 
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Kansas City Office 


San Francisco Office 
612 New England Bldg. 


9 S. Clinton St. 726 Harrison St. 
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Southern Mixed Feed 
Manutacturers 
Elect A. T. Pennington 
New President 


HE Southern Mixed Feed Man- 
ufacturers association is one or- 
ganization which does not do 
all its work each year at the annual 
convention. The southern manufactur- 
ers, in fact, carry on a busy well or- 
ganized program throughout each 
month of the year and their conven- 
tions are largely meetings where they 
can get together, review what has been 
done, make suggestions for the future, 
elect officers, and spend a few hours 
at play. 
Dairy Show Visited 
The above formula was used in mix- 
ing the program for the third annual 
convention of the organization, which 
was held at the Peabody hotel, Mem- 
phis, Tenn., October 15-17. Business 
sessions were held each of the three 
mornings, the National Dairy exposi- 
tion was visited Monday afternoon, the 
annual golf tournament held Tuesday 
afternoon and the annual banquet, with 
the Memphis mills as hosts to all mem- 
bers and guests, was held at the Colo- 
nial Country club Tuesday evening. 
The convention opened Monday 
morning with an introduction of mem- 
bers and guests, followed by an address 
by George G. Keith, Hermitage Mills, 
Nashville, Tenn., president of the 
Southern Mixed Feed Manufacturers 
association. The annual report of the 
secretary-treasurer, E. P. MacNicol, 
Memphis, was presented, and the prin- 
cipal address entitled, “Miller, Feeder 
and Editor’, was delivered by Dr. Tait 
Butler, editor of the Progressive 
Farmer. 
Feed Regulations Discussed 
General discussion of new and ac- 
cepted feed regulations of various 
southern states occupied the attention 
of the convention Tuesday morning. It 
was reported that Texas was working 
on a plan to require the open formula 
branding of every sack of mixed feed 
sold in the state and although this re- 
port was not verified it was decided to 
keep a careful check on the situation. 
An Alabama order requiring that no- 
tice of all shipments of five tons or 


more of feed be filed with the feed con- 
trol officials of that state, was discussed 
and a motion of protest passed by the 
organization. 

Walter Chandler, of Chandler, Shep- 
herd & Owen, attorneys for the asso- 
ciation was introduced as the principal 
speaker of the morning by J. B. Ed- 
gar, Happy Feed Mills, Inc., Memphis, 
a past president. Mr. Chandler, speak- 
ing on the subject, “Legal Lining for 
the Batch Mixer’, said, in part, as 
follows: 

Association Objects Unselfish 

“The most suggestive thing about 
this subject is that it reminds one of 
that bit of Gilbertian dialogue between 
Nanki Poo and Pitti Sing in ‘The Mi- 
kado’ in which they discuss the things 
that one could do ‘if it wasn’t for the 
law’. There is a sort of sinister in- 
nuendo in that phrase ‘the legal lin- 
ing’. It rather implies a cloak to hide 
a multitude of chaff; but to prove that 
nothing is further from our minds, I 
have taken the liberty to prescribe at 
once one of those modern, effective, 
and purifying specifics for the mixed 
feed industry—Simplification, Standar- 
dization and Stabilization'—And that’s 
my real subject. 

“In a word, the objects of the South- 
ern Mixed Feed Manufacturers asso- 
ciation are to promote the welfare of 
the manufacturer, retailer and feeder 
of mixed stock foods, to increase the 
knowledge of operating conditions, and 
to raise the standards, as far as pos- 
sible, of the industry in which the 
members are engaged, to the great 
end that the public be most econo- 
mically and efficiently served. The 
purposes are mainly unselfish, and in- 
volve the ethics of the business—that 
new element, more popularly known 
as ‘good sportsmanship’, which is 
spreading from the professional sphere 
to the business world, and intends a 
square deal for everyone.” 

Trade Editors Talk 

Following Mr. Chandler’s address, 
FE. H. Hickey, Flour. & Feed, Milwau- 
kee, and David K. Steenbergh, The 


THE FEED BAG—NOVEMBER, 1928 


George G. Keith, Hermitage Mills, Nash- 

ville, Tenn., believes that anything worth 
doing is worth doing well. He served as 
and was always the first to be nae tae 
every executive and general meeting and 
was a most untiring worker in all activities 
of the organization. His business slogan 
is ‘‘The South’s Busiest Mill’? and George 
certainly is one of the southern feed in- 
dustry’s busiest men. 
Feed Bag, Milwaukee, were introduced 
by President Keith. Mr. Hickey dis- 
cussed the fight for and against open 
formula which has been carried on in 
the feed industry during the past 15 
years. He said, in response to ques- 
tions, that he did not believe the open 
formula movement had gained much 
headway, but that various officials 
sponsoring the idea were still strong- 
ly active and that one could never tell 
just when and where their activities 
would be concentrated from time to 
time. 

Mr. Steenbergh explained the cam- 
paign to get feed dealers to sell on a 
strictly cash basis which is being spon- 
sored by The Feed Bag and told of 
progress made among dealers in the 
Central Northwest and East. He said 
that practically. all wholesalers sold 
feed on a strictly arrival draft basis 
in the North and that during the past 
two years more than 400 retail feed 
stores had discontinued credit selling. 
Southern manufacturers, some of 
whom are still selling on open account, 
were urged to get on an arrivel draft 
basis as quickly as possible. All pro- 
gress toward getting the entire indus- 
try to sell for cash, manufacturers, job- 
bers and dealers, makes for sounder 
business and benefits all, according to 
Mr. Steenbergh. 

Harold A. Abbott, Albert Dickin- 
son Co., Chicago, Ill., who drove to 
Memphis to attend the convention and 
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o Easy toFee 


These Clean, Crisp, GW» 


—and just as easy to sell 


QjThere are at least 100 good brands of ordinary laying- 
mashes on the market. 


@ And the selling-talk for any one of them will do as well for 
them all. 


@ Which fact explains the cordial welcome that is being given 
the new all-mash laying feed—LAY-ALL. 


@ LAY-ALL has outstanding selling-points. Any feed-mer- 
chant, or his employes, can quickly grasp these points—and 
sell seven out of every ten poultrymen in his community. 
Here are a half-dozen. 


CHAPIN KERNEL SELLING-POINTS 


No. 1—The appearance of these Kernels is such as to attract 
the attention and curiosity of every poultryman who sees them. 


No. 2—The smell and taste of these Kernels is sweet and clean. 


No. 3—The toasting and drying process leaves Kernels with 
5% less moisture than ordinary mashes. 


No. 4—The poultryman, with 3/5 as much Lay-All, gets more 
eggs from his flock at a much lower feed-cost. 


No. 5—Kernels are sterilized by toasting and are fed in hop- 
pers—hence less apt to act as carriers of disease-germs. 


No. 6—Easy to feed at any time by any child or inexperienced 
grown-up. Scratch-feeding is done away with; so is the mix- 
ing of mashes, wet or dry. 


h lete line of Chapin Kernels includes: START-ALL for baby 
Saicks: GROW-ALL for intermediate chicks; LAY-ALL, an _all-mash lay- 
ing-feed; KERNEL EGG-MASH, a regular egg-mash in Kernel form, to 
be fed with scratch. 


Send for samples and circulars that tell the complete story—including 
hss selling-points that will induce your poultrymen to try these feeds. 


Chapin Kernels is the one feed on the market that your competitor can- 
= imitate with a “‘just-as-good”” feed at a lower price. It will pay you 
to secure the exclusive sale of Chapin Kernels in your trading territory. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, Illinois 
MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 


Toasted 


mineralized 
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National Dairy exposition, was ques- 
tioned with respect to the progress be- 
ing made by co-operative organizations 
selling feed in the North. Mr. Ab- 
bott said that, in general, the northern 
feed manufacturers no longer feared 
this type of competition. The co-op- 
eratives are selling great quantities of 
mixed feed, he added, but the bulk of 
this volume is to feeders who formerly 
mixed their own rations and the co- 
operatives are, therefore, doing a great 
educational work in behalf of the com- 
mercial feed industry. Manufacturers 
who are selling quality feeds and serv- 
ing their dealers and feeders are regu- 
larly increasing their tonnage each 
year despite this competition. 

The session closed with the reading 
of telegrams from four prominent 
members of the feed trade who regu- 
larly attend the Southern Mixed Feed 
Manufacturers’ convention but who 
were unable to be present this year, 
namely: Joe Werthan, Werthan-Mor- 
gan-Hamilton Bag Co.; T. E. Snyder, 
C. U. Snyder & Co.; W. E. Stiits, Qua- 
ker Oats Co., and A. F. Seay, Purina 
Mills. Mr. Seay wired from New 
York City prior to sailing for Europe. 

Golf Prizes Awarded 

Dr. G. W. Deyer, editor of the 
Southern Agriculturist, Nashville, 
Tenn., was the principal speaker and 
guest of honor at the annual banquet. 
Golf prizes were awarded at the ban- 
quet as follows: First low net, ster- 
ling silver water pitcher and tray, the 
president's trophy presented by Mr. 
Keith to E. Wilkinson, Western Grain 
Co., Birmingham, Ala.; first low gross, 
Hamilton wrist watch, presented by B. 
F. Gump Co. to A. L. Buxton, Ken- 
tucky Chemical Manufacturing Co., 
Covingion, Ky.; second low net, set 
of three matched woods, presented by 
Kentucky Chemical Manufacturing 
Co. to E. R. Bailey, Bemis Bros. Bag 
Co., Memphis; second low gross, set 
of two matched woods, presented by 
C. U. Snyder & Co. to A. L. Theler, 
Joslin-Schmidt Corp., Cincinnati; third 
low net, golf bag, presented by Denver 
Alfalfa Milling & Products Co. to C. 
L. Whyte, Whyte Feed Mills, Pine 
Bluff, Ark. 

Third low gross, desk set, presented 
by Bemis Brothers Bag Co., to Secre- 
tary MacNicol; fourth low net, two 
dozen Silver Kings, presented by Corn 
Products Refining Co., to L. R. Pol- 
lock, Denver Alfalfa Milling & Pro- 
ducts Co., St. Louis; best poker hand, 
silver flask, presented by M. M. Bos- 
worth Co., to Lloyd Hanes, J.- H. 
Wilkes & Co., Nashville, Tenn.; most 
eagles and birdies, five matched irons, 
presented by Riverdale Products Co. 


(Continued on Page Thirty-one) 
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New England Advertising Campaign 
Stirs “Car Door” Competitors 


Editorial in Co-operative’s House Organ Aimed at Association Plan 
Bewails Expensive Use of Ink, But Forgets That It Also Uses Space 


By Lynn P. Townsend 


Secretary, New England Retail Grain Dealers Association 


RHAPS the most definite proof 
Pris the advertising now being 

done by and in behalf of the reg- 
ular retail dealer in New England is 
effective, lies in the fact that it has 
received recognition at the hands of 
the editor of the house organ put out 
by the largest “car door” concern in 
this territory. 

In an article occupying first position 
on the editorial page of the October 
issue and practically a full column long 
the editor of the paper in question goes 
quite into detail in the whole matter. 
Obviously this editorial is inspired by 
the dealer advertising now appearing 
in the New England Homestead. 

Careful reading and re-reading of the 
editorial described fails to reveal its 
precise meaning, since it is somewhat 
vague and ambiguous in phraseology, 
and somewhat strained in construction, 
but out of it all there seems to emerge 
the thought that it is the poor deluded 
consumer who pays for the advertising 
and that the so-called co-operatives 
practically eliminate this expense. 

Says the editorial: 

“Advertising, of course, is to win the 
favor of ‘prospective consumers toward 
a certain product, service, or idea. 
Manufacturers who depend for their 
distribution on the demand of ultimate 
individual consumers through retail 
dealer channels are forced by compe- 
tition to: keep their product before the 
consuming public through advertising. 
The expense of such advertising is 
borne by the consumer. The cost of 
the advertising is figured in the retail 
price. 

“On the other hand, manufacturers 
who are able to distribute the output 
of their plants in large units need not 
necessarily advertise to ultimate con- 
sumers in order to create a demand 
for their products. 

“The farmers who miss not having 
an opportunity to read advertising paid 
for by manufacturers seeking to. dis- 
tribute commodities to them through 
their co-operative purchasing organiza- 
tion overlook one of the chief advan- 
tages they gain through purchasing co- 
operatively through an organization 
which controls large volume. Through 
their own organization they are able 


at an extremely low cost to actually 
investigate carefully the merits of pro- 
ducts offered them, and by purchasing 
collectively through their organization 
they are able to secure the economies 
of large scale distribution without be- 
ing forced to pay a heavy fee for ad- 
vertising, the remarkable though ex- 
pensive agent to which private indus- 
try has turned to make large scale dis- 
tribution possible. 

“The advertising expense of Eastern 
States service in 1927 was 3% mills 
per dollar of gross sales, a percentage 
which is a mere trifle compared with 
the advertising appropriation of com- 
panies organized to distribute commod- 
ities for the purpose of profiting there- 
by.” 


The big laugh in connection § with 


this editorial is that the “co-operatives” 
in question is without the least doubt 
the largest, most consistent and most 
conspicuous feed advertiser in New 
England. Its ads appear in every is- 
sue of the New England Homestead, 
New England Dairyman, Bureau Far- 
mer and practically all the county farm 
bureau papers in the whole territory. 
They also publish and circularize their 
own magazine, to which we have al- 
ready referred and which in the Octo- 
ber issue contains 16 full columns of 
display copy advertising their own pro- 
ducts. 

Its entire 16 pages are devoted to 
advertising and promoting Eastern 
States’ own wares and their particular 
method of distribution. 

“Consistency, thou art a jewel!” 


Eastern Federation Planning 
For Midwinter Meeting 


"T= executive committee of the 
Eastern Federation of Feed 
Merchants has already begun to 
arrange the program for the midwinter 
convention which will be held at Bing- 
hamton, N. Y., February 19 and 20. 
Members are determined to make it the 
most valuable as well as largest con- 
vention that has ever been held in the 
East. 

At summer meetings of the federa- 
tion the business sessions are short and 
elaborate programs of entertainment 
are provided but at the winter meet- 
ing business has the prominent place 
on the program. There will be morn- 
ing and afternoon sessions on the first 
day, with prominent speakers and 
plenty of time ‘for informal discus- 
sions of every problem of importance 
to the retail trade. 

A banquet, with an entertainment, 
will break the monotony of the busi- 
ness program. A feature of the ban- 
quet will be a reception to new mem- 
bers who join during the membership 
campaign. 

Definite plans will be considered for 
forming district clubs in every section 
of the East. Already there are sev- 
eral of these groups holding frequent 
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meetings during the year. 

Among the features of the conven- 
tion will be a feed dealers’ round table 
in charge of some of the foremost ex- 
perts in feed composition and feeding 
practices in the East. It will be the 
purpose of the round table discussions 
to cover every problem of the retail 
trade including the importance of re- 
stricting credit and most successful 
practices in grinding, mixing, molasses 
feed mixing and short cuts and money 
savers in merchandising. 

Each of the affiliated and local dist- 
rict clubs will have representatives 
present to tell of their outstanding ac- 
complishments. The advisory council 
members will have charge of the re- 
ception to the new members and re- 
tail feed dealers in and near Bingham- 
ton will arrange the program of: enter- 
tainment and serve on a reception com- 
mittee during the entire convention. 

A} letter has been sent to each mem- 
ber asking them to list the subjects 
they want included in the discussion 
or about which they would like to hear 
a competent address. 

The executive committee will meet 
early this fall to complete the arrange- 
ments for the Binghamton convention. 
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Why the Miracle Ace Is Better 


HAMMER MILL to make the most money for you should grind 100 pounds 
A of anything through the same size screen with less horse power than any other 

hammer mill. The Miracle Ace Hammer Mill because of its 4 points of superi- 
ority—Its cast in bloc, one piece rotor; its heavy corrugated tee head corrugated hammers 
weighing 42 ounces; its front and back corrugated plates and its heavy one piece mill 
housing forever preventing any side whip, vibration or heated bearings, are the things 
that give this mill double the capacity of most hammer mills on the market. 


There are other merits of this mill that you ought to look into—instead of afterwards 
being sorry. 


1 Our heavy steel deflector bar across the top of the 
* hammers make this mill absolutely safe. It has 
never and cannot, ‘‘explode’’ and injure workmen. 
It has never caused a fire. 


oY Many money losses are made every day in hammer 
¢ mill grinding because it is so much trouble to 
change screens in most hammer mills. Go to a 
Miracle Ace mill in operation and change a screen— 
you will do it in half a minute. Then, if you can get 
any other hammer mill agent to let you change 
screens on his mill, go and do likewise, then compare 
time and skinned knuckles. 


Don’t take anyone’s word, go and see these things 
for yourself. Then write for our new booklet ‘‘The 
Miracle Ace’’—we will be delighted tosend itto you. No.5 Super Miracle Ace with 75 h. p. motor 


Miracle Sweet Feed System 


The greatest improvement ever made in feed milling is the 
MIRACLE COLD MOLASSES PROCESS. 


For the first time millers are able to have a molasses process that can be used both for a 
custom and a commercial feed mill. No heat and lesslabor. It has been in operation two 
years in parts of the country where it goes to 30 below zero. In operation in 25 states. It 
has many points of superiority over the old hot process—here are four of them. 


1 It will put 50% more molasses on feeds 
* without caking in the bags. 


a It will put molasses on cotton seed, 
* linseed, peanut or any other greasy or 
oily meals—the hot process cannot do this. 


i | It does not require heat, so you have 
* not this expense or the loss from 
evaporation and boiling over. 


4. Tt will not ball up in the feed as the 
* hot process will do if the molasses is 
either too hot or too cold. 


The Simple Agitator of the Miracle Sweet Feed System 


Write for our booklet, “THE MIRACLE SWEET FEED SYSTEM.”’ It’s a money maker. 


THE ANGLO AMERICAN MILL 
270-300 Kennaday Ave. (SC )M PANY owensboro, Kentucky 


The World’s Largest Builders of Grain Grinding Machinery 
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Doubles Feed Sales of Former Owner 
Year After He Buys Store 


Colorado Dealer Corrects Weak Spots of Business and Draws Customers 
Keeps Open Saturday Evenings, Has Complete Stocks, Peps Up Service 


OW many feed dealers are ex- 
H tracting maximum sales and 

profit possibilities from their 
location? Most of them feel they are 
doing all they can to obtain business. 
There are, however, opportunities for 
increases which are often overlooked. 

The experience of H. C. Long, who 
four years ago purchased the Cash 
Feed & Seed Co., bears this out. Lo- 
cated in down-town Greeley, this store 
is one of the old stands in northern 
Colorado. ‘The former owner desired 
to sell out and return to his native 
country. 

Doubles Sales in Year 

The first year he owned the business, 
H. C. Long doubled the sales! And 
the volume has continued a_ healthy 
growth ever since. 

“One of the first things I did was 
to study the service the store had been 
giving,’ Mr. Long explained. “I found 
that we were turning awey people be- 
cause we did not have what they asked 
for. I began to note the calls we 
couldn't fill and stock everything that 
looked like a likely seller. I added 
quite a string of items in the poultry 
supply department and proprietaries of 
various kinds. Our stock in this one 
section of the store was increased by 
approximately $500.00. That may not 
seem a great deal, but it meant the 
difference between having and not hav- 
ing what people called for. 

Complete Stock Important 

“I believe any feed store that sets 
out to be a leader in its community 
must put itself in the position of being 
looked to, first, for any item needed. 
I set out to get people to say, ‘If any- 
body in town has it, the Cash Feed 
& Seed Co. has.’ I know that I have 
accomplished this object and the stock 
throughout the store has been in- 
creased approximately $2,000.00. 

“The former proprietor had cut down 
on labor costs so that at times buyers 
would visit the store and find it locked. 
If such occurrences were for brief 
periods only, they hurt the business. 
When I took over the store, I saw to 
it that somebody was on the job 
throughout the day. Moreover, I es- 
tablished the policy of keeping the 
store open Saturday night until 9 
o'clock. 

“The city is filled with farmers Sat- 


(Continued on Page Twenty-two) 


This is a clearing house for feed dealers’ and 
li feeders’ problems. Send in your own and 
your patron’s questions. 


Bag 


I had a car of flour and feed arrive 
here with arrival bill of lading at- 
tached. I gave the bank my personal 
check for $650.00 in payment of the 
car and gave the bill of lading to the 
freight agent. I unloaded this car of 
feed on the same day that the bank 
closed. The cashier issued a draft to 
the seller and of course this draft did 
not clear, for the bank closed the next 
day after the transaction. Now the 
feed company is trying to make me 
pay them, claiming that they did not 
receive any money for the car. My 
check is charged against my checking 
account and stamped “paid” by the 
bank. Kindly give me your advice on 
this matter.—H. J. E. 

We are of the opinion, based on the 
advice from our attorney, that you are 
not now indebted to any person for 
the car of feed. If you are pressed 
for payment you should hire a lawyer 
particularly familiar with the handling 
of bills of lading, and we further sug- 
gest that attorneys representing rail- 
roads are usually the best qualified on 
this law. Inasmuch as the buyer spec- 
ified payment or draft on arrival and 
you complied in paying such draft at 
the bank, it seems that you would not 
be responsible for any further payment, 
despite terms of your contract which 
included the provision that “Buyer 
must be responsible for final payment 
to seller.” 

(The Feed Bag answered this in- 
quiry in detail by mail and since has 
received word that the claim against 
the dealer had been dropped.) 

* 

What is the best sunshine substitute 
for hens?—R. E. T. 

Cod liver oil is the best substitute 
for sunshine, according to results of 
experiments conducted by Ohio, Kan- 
sas and Wisconsin agricultural experi- 
ment stations. The winter ration for 
hens should include at least one-half 
of one per cent cod liver oil. 
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Will cottonseed or linseed meal or 
any other feeds, heavy in fats, increase 
the fat content of milk?—M. E. T. 

Experiments conducted by various 
universities reveal that linseed meal, 
cottonseed meal and other fatty feeds 
have a temporary effect on the fat con- 
tent of milk, but a return to normal 
soon returns despite the amount. con- 
sumed by the dairy animal. 

I have suggested the installing of 
electric lights in hen houses to several 
of my customers. They told me it was 
a poor plan because making the hen 
work too long sapped her vitality and 
made her produce less in the end. How 
can I overcome this argument?—L. W. 

Your state university experiment sta- 
tion will be glad to furnish you with 
figures proving the value of electric 
lights in winter egg production. Write 
for them. It is a proven fact that a 
hen will keep in better heelth and have 
more vigor if she works for 13 hours 
a day than if she were to spend a 
greater part of it on roosts through 
long, cold hours. Incidentally, by en- 
couraging your customers to _ install 
electric lights you can encourage them 
to buy more feeds, because a hen that 
lays more eggs must consequently con- 
sume more feed to produce them. 

* ok * 

Can you suggest a good book from 
which I may get information on feeds? 
—R. O. P. 

We suggest “Feeds and Feeding” by 
Henry & Morrison. Prof. F. B. Mor- 
rison is now head of the animal hus- 
bandry department, Cornell university, 
Ithaca, N. Y. He has spoken on sev- 
eral occasions before feed dealers’ as- 
sociations and is known among many 
members. 


FRANK MILLER, Rudolph Mer- 


cantile Co., Rudolph, Wis., is building - 


a new feed warehouse and making im- 
provements to his plant. 
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(Continued from Page Twenty- one) 


urday evenings. I know that the sales 
made Saturday evenings are not suf- 
ficient to make the policy profitable. 
Indirectly, it is a good thing for us. 
Push Commercial Feeds 
“Conditions change in the feed busi- 
ness just as they do in others. It may 
seem the same old grind, year after 
year, yet trends appear, and it is good 
business to understand them, and get 
in step with them. For example, there 
has been a strong drift into use of 
commercial mixed poultry feed. We 
carry an excellent line of advertised 
poultry feeds. We get behind them, 
can talk them, and consequently in- 


crease our sales and profits. 

“We use every bit of advertising 
that the manufacturers will supply. 
Some time ago a salt company shipped 
us a batch of folders on poultry rais- 
ing. Salt may seem a mighty small. 
thing in poultry feeding but we were 
glad to get these excellent booklets 
and to put them out. 

“Some of our increases in sales have 
come about undoubtedly, because it is 
our policy to get educational adver- 
tising matter into the feed buyer’s 
hands. This literature costs the man- 
ufacturer real money. It often costs 
the feed dealer nothing. The sales it 
produces come to the feed dealer. Isn't 


HAINES 
MIXER 


FEED 


The Grain Machinery Co. 
Marion, Ohio 


We want live sales representation in our open territories. 


‘Mixes rapidly, thor- 
oughly and uniform- 
ly. 


Mixing always vis- 
ible. Vibrating Sack- 
ing Platform. 


A self-contained unit 
shipped completely 
assembled ready for 
operation as soon as 
connected to power. 


No elevator required. 


Nospecial millwright 
labor needed. 


Send for Bulletin 
No. 15-F 
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that an open-and-shut chance to make 
some money?” 

Adjacent to the wrapping counter is 
a large cabinet for advertising material. 
Some twenty different pieces were on 
display and of ready access so that 
numerous booklets and folders can eas- 
ily be put in each bundle. Visitors see 
them, and help themselves. 

A writing bench for the convenience 
of customers making out checks is on 
the other side of the room. Above this, 
a small rack holds advertising matter— 
seven different pieces. The manage- 
ment also accepts all offers of manu- 
facturers to mail advertising matter to 
lists of names which the store will sup- 
ply. And the Cash Feed & Seed Co. 
is a year-round newspaper advertiser. 
The individual advertisements are 
small—only about three inches—but 
they appear week after week. Cumula- 
tive resits are sought and are in evid- 
ence. The copy is changed frequently. 

Views on Credit Problem 

The business was given its name 
before Mr. Long took it over. He is 
a stalwart believer in the cash basis of 
doing business, but he hasn’t found it 
100 per cent possible. Farmers don’t 
seem to know how to respect a credit 
promise, according to Mr. Long, who 
tells the following story: 

A farmer was granted credit amount- 
ing to $100.00 on his promise to pay 
when his barley was threshed. He had 
sold his cows and would not need the 
grain. The time for the payment came 
—and went. The farmer didn’t call 
around. 

When Mr. Long saw him, the farmer 
was undisturbed and explained that he 
had come on a mighty good chance to 
buy some cows, so he would be using 
his barley after all. “And I'll pay you 
when I get my beet money in Novem- 
ber.’ That was six weeks away! 

It is that sort of thing that makes 
credit to farmers the very difficult 
thing it is. Mr. Long makes some use 
of notes. A note given when the ob- 
ligation is assumed, bearing interest, is 
some compensation to the feed store 
for the accommodation, and operates, 
also, as an influence for payment, inas- 
much as the customer realizes he is 
paying for credit. At best, however, 
credit in the feed trade, in Mr. Long’s 
opinion, is a decidedly risky and ex- 
pensive thing. His policy is to keep 
it at a minimum. 


DEALER’S MARKET REPORT 

West Bend Farmers’ Co-operative 
Exchange, West Bend, Wis., runs a 
market report each week in the local 
paper as service to its customers. It is 
a novel idea and helps to bring addi- 
tional business to the store. 
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Cash Basis Keeps Capital Working 
Editor Tells Ohio Dealers 


Calls Credit A Disease That Eats Profits, Dispels Patrons’ Confidence 
Let Banks Finance Your Patrons; You're Selling Feeds, He Advises 


By David K. Steenbergh 


Address Delivered at Ohio Grain Dealers’ Convention, Lima 


HILE I am not here to dis- 
W pel gloom, the more I get 
around to various dealers’ es- 
tablishments, the more I am inclined 
to believe the prosperity we read about 
is not all that it should be. There 
seems to be plenty of business—many 
feed buyers—but the one big factor 
which keeps us all from doing the 
business we should is the book ac 
count or credit problem. 
It occurs to me that while we know 
the disease from which our business 
is suffering—the credit disease—we are 
mighty slow in remedying it. The im- 
portance of the credit problem of the 
retail feed store cannot be over-empha- 
sized. 
Cash Basis Advantages 
I believe most of you dealers will 
admit all of this. You are asking— 
“How, then, are we to meet this credit 
problem?” Strange to say the best 
and easiest way it to turn to a cash 
basis. This makes some of you smile. 
I can almost hear some of you saying, 
“It can’t be done in my community; 
my district is entirely different; the 
farmers have always had credit. I 
carry them for six months; my com- 
petitors would get all of the business.” 
And yet how wrong you are. In the 
past three years I have seen a good 
many feed stores in the Central North- 
west go on a cash basis, and with but 
a few exceptions, these dealers are 
wondering why they did not see the 
light much sooner. True enough it 
may mean a little less business for 
six months or so, but what of it? What 
money you have, you’ve got. Your 
overhead gets smaller. Every time you 
sell a bag of feed you know whether 
or not you have made a profit and 
every night when you close your doors 
for the day you will either have your 
feed or real cash in its place. The 
business you get will be the cream 
of the business. If you carry a com- 
plete stock, always have what your 
feeders and other patrons want when 
they want it, it will only be a matter 
of time before your competitors’ book 
account grows so large he will need 
a wheelbarrow to haul it to his safe. 


at night. Then his working capital 
will cease to work, his buying power 
will be curtailed; he will buy in smaller 
lots at higher prices, thereby being 
forced to increase his retail prices un- 
til one by one, and in two and threes 
and fours his feeders will beat a path 
to your door, bringing the cash with 
them. 
Accounts or Profit? 

We give every dealer credit for 
wanting to give his customers the best 
possible service, both with respect to 
feeding help and right buying. One 
dealer, for example, when he guesses 
the market, will buy two hundred tons 
of dairy feed at the bottom. Then he 
will chase through the country selling 
the feed to farmers at $1.00 per ton 
profit, cash out of the car. Finally 
the feed arrives when the market has 
advanced, we'll say $6.00 per ton. The 
farmers come to call for the feed and 
most of them will claim that they 
booked more than they really did. 
Most of the farmers pay cash, that is 
when they get their next milk check 
on the 20th. Two or three will call 
several days late and the dealer is 
forced to store 15 to 20 tons for these 
fellows. And before the 200 tons are 
unloaded he usually charges about 50 
tons on the books. Now where is this 
dealer’s $200.00 profit? He has made 
a good buy, chased all over his terri- 
tory and sold the feed and increased 
his book accounts about $1,500.00. He 
really never made a dime profit but ten 
to one doesn’t know it. 

Another dealer guessed the market 
in the same fortunate way, buying 100 
tons of feed at the bottom. This dealer 
had some working capital for working 
purposes and stored the feed in his 
warehouse. This feed only cost him 
$32.00 per ton but early in the feeding 
season had advanced to $38.00. Then, 
he advertised to his feeders that he 
had feed for them at the close margin 
of $1.00 per ton over the market, not 
out of the car door, but for cash from 
his warehouse. With $7.00 per ton 
profit on his feed this dealer made 
some real money and satisfied his trade 
as well. 
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Those of us who are in industries 
allied with the grain and feed business 
are naturally interested in the welfare 
of the dealer, for our prosperity de- 
pends on him just as the dealer’s pros- 
perity is reflected by that of the far- 
mer. We are therefore vitally inter- 
ested in the various problems confront- 
ing the industry and are anxious to see 
everybody benefit from past experi- 
ences. Let me lay aside our preju- 
dices for a moment and consider in a 
very fair minded way some of the 
things the dealers in one of your 
neighboring states have had to con- 
tend with and the reasons why. 

Credit Invites Trouble 

The state we have in mind is just 
emerging from a wave of direct sell- 
ing—direct selling in the form of Farm 
Bureaus, equities, granges, and the 
Eastern States’ Exchange. When one 
mill was able to go into this state 
building a new organization and in the 
first year sell more than 100,000 tons 
of feed, there certainly must have been 
some reason behind it all. 

And what was the reason? It is an 
old state. Farmers there have been 
feeding for many years and dealers 
have been in business for generations 


until they have permitted the credit; 


business to become the dominant fac- 
tor in their business life. It dominated 
them to such an extent that by far 
the majority of the dealers found 
themselves in the predicament of 
where their book account exceeded by 
more than four times the average in- 
ventory carried plus the surplus shown 
on their books. You will agree that 
this is a very unhealthy state of af- 
fairs for it has often been said that 
when the average book account ex- 
ceeds one month’s gross sales it may 
be good business for the farmer but 
poor business for the dealer. 

These dealers with large book ac- 


-counts and small stocks gradually 


found that with their money tied up 
they could not purchase feed as they 
had in years gone by. Instead of buy- 
ing a few cars of bran when the mar- 
kets were right, they were forced to 
buy in mixed cars and pay a differen- 
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tial or perhaps truck it from a neigh- 
boring dealer. This naturally increas- 
es the margin between the consumer's 
price and the wholesale price of the 
market, a fact which is never over- 
looked and closely watched by the 
leading feeders in every community. 


When the feeders saw these mar- 
gins widening out, all of which was 
due to the fact that the dealer’s capi- 
tal was tied up in his books so that 
it could not be invested in stock at 
proper times of the year, the cry went 
up that the dealer was robbing the 
public which in a measure was true. 
He may not have been robbing his 
feeders insofar as his costs were con- 
cerned, but he was getting entirely too 
wide a margin as compared with the 
proper wholesale markets. What was 
the result? A mill sent representa- 
tives through the state selling direct 
with the help of various farm organi- 
zations and taking contracts for fall de- 
livery of feed and it was only natural 
that the plan temporarily met with 
great success with detrimental results 
to the dealers. This same situation is 
sweeping westward. It may come into 
Ohio or be here at the present time 
and we do not hope to escape it in 
Wisconsin, although we are now pre- 
paring for it by urging all dealers to 


get on a cash basis, keep their work- 
ing capital working and making a good 
profit with but a small margin be- 
tween current market quotations and 
retail prices. 

Accounts Are Costly 

Making money first is not the prob- 
lem. Making it last is the real nut 
cracker and how are you going to do 
it if your book account is entirely out 
of line with the business you are do- 
ing. Remember this, and don’t kid 
yourself. Whatever book account you 
carry costs you at least 10 per cent a 
year. In other words, if you carry an 
average book account of $10,000, it 
costs you exactly $1,000 a year to car- 
ry it. $1,000 will buy a couple of cars 
of bran when markets are right. A 
couple of cars of bran stored for fu- 
ture sale will make a real profit, for 
how long has it been since bran did 
not fluctuate from $7 to $10 in one 
season. Multiply this by the number 
of years you have been in business and 
see what the result will be. 

The cry has gone up so many times 
that the feeder ought to have the same 
opportunity as the manufacturer and 
be carried along until he has had an 
opportunity to turn his product into 
cash. This is all true enough but he 
should be carried in the same way 


that the manufacturers are carried and 
that is by the bank. If a farmer is 
entitled to credit, he should go to the 
bank to make his loan. The dealer 
ought to play no part in the financ ng 
of his customers, for his is not a bank- 
ing business. 

We have emphasized several points 
in this address, but let us bring’ them 
once more and very briefly to your at- 
tention. , 

First, carry a complete stock and 
know your goods. Second, get cash 
and make it work. Third, advertise, 
for you never find turn-over making 


distinctive progress without advertis- - 


ing as the motive power. Don’t get 
the wrong idea about advertising. I 
do not mean that you should cut prices 
in advertising. I mean that you should 
advertise character, service and respon- 
sibility, and have it for your custom- 
ers when they call at your store. 
Fourth, meet and get to know your 
competitor. You will find he is not 
as bad as you may think. 


C. NEIL, BARRETT, Northrup, 
King & Co., Minneapolis, and E. O. 
Wright, Wisconsin Milling Co., Me- 
nomonie, Wis., were in Milwaukee re- 
cently on business. They reported 
good sales of high protein dairy feeds. 


More Profit-- More Volume 


With a Burton Mixer 


Will mix any formula--thoroughly 


DETROIT, MICHIGAN 


Why not do as wise dealers | 
everywhere are doing—in- 


stall a BURTON MIXER 


and build a reputation 
for your own brands e 


Write for our illustrated circular today. 


BURTON FEED & MIXER COMPANY 
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Cash Basis Inspires 
North Wisconsin 
Dealers to Form New 
Association 


NSPIRED by a desire to co-oper- 
l ate in changing their business to a 

cash basis, dealers in the vicinity 
of Rice Lake organized the North Wis- 
consin Retail Feed Dealers’ associa- 
tion at a meeting held October 10. 

A. A. Bergeron was elected president 
of the new organization and George E. 
Johnson chosen secretary and treas- 
urer. The directors, each representing 
a different county, are Elmer Peterson, 
John Holman, Fred Route, W. G. Gro- 
ver and George J. Sauer. 

The organization meeting held at 
Rice Lake was attended by more than 
30 dealers who favored the idea of a 
cash basis. Following a live discus- 
sion the dealers agreed that a district 
association was necessary to adopt a 
uniform cash policy. Grinding costs 
and the necessity for good fellowship 
among dealers were also discussed and 
a constitution and by-laws drawn up 
and adopted. 

Another meeting of the North Wis- 
consin Retail Feed Dealers’ associa- 
tion will be held at Rice Lake, Tues- 
day evening, November 13. Mr. John- 
son, secretary, announces that a ban- 
quet and further discussion of the cash 
basis and other local problems will be 
held. 

Many new dealers in addition to the 
charter group are expected to attend, 
and a cordial invitation is extended to 
all by the new association. A. Y. Kal- 
scheuer and Mr. Davis have been ap- 
pointed to canvass the territory and 
personally urge every dealer to be 
present. The.association is determined 
to get a good start and carry through 
its plans, and needs the co-operation of 
all. 

Membership fees have been set at 
$5.00 a year. The constitution of the 
association gives for the purpose of 
its organization the promotion of a 
spirit of fellowship and co-operation 
and advancement of the interests of the 
retail feed dealer, and that “the asso- 
ciation shall be composed of individuals 
or firms, actively engaged in the retail- 


ing of feed, flour, ete. 

Annual meetings of the organization, 
according to the by-laws adopted, will 
be held on the first Tuesday after the 
first Monday in June of each year at 
such place as the board of directors 
may select. Special meetings, however, 
may be called at any time by the 
board. 

Present members of the North Wis- 
consin Retail Feed Dealers’ associa- 
tion are: G. J. Sauer, Shell Lake; 
Northern Supply Co., Amery; Ander- 
holm Bros. Corp., Clear Lake; A. P. 
Rustrong, Stone Lake; George W. 
Kine, Brill; C. A. Rich, Chetek; Phil 
Abrahamson, Rice Lake; T. E. Philip- 
pi, Hillsdale; F. H. Hembrook, Che- 
tek; W. C. Boylans, Stone Lake; 
Northern Feed & Produce Co., Rice 
Rake: A. B: Hof, Cameron; 
Clanton, Shell Lake; W. F. Grover, 
Ridgeland; Anderson Brothers, Clear 
Lake; H. E. Beckwith Lumber Co., 
Chetek; A. Y. Kalscheuer, Rice Lake; 
Martin Sandberg, Almena; G. Gorske, 
Comstock; Leo A. Eiden, Deer Park; 
Spooner Co-operative association, 
Spooner; Fred Route, Amery; Cam- 
eron Supply Co., Cameron; W. J. Frai- 
pont, Amery Equity Co., Amery; A. A. 
Bergeron, Rice Lake; George T. John- 
son, Menomonie. 


MEETING AT JANESVILLE 

The Retail Feed Dealers’ association 
of Janesville and Vicinity will *hold a 
meeting at Janesville, Wis., Thursday, 
November 8. This district group has 
been active in solving many local prob- 
lems and is now working on a plan 
to abolish cut price selling of fertilizer 
by farm agents. R. R. Farley, Janes- 
ville, president of the organization, 
urges all dealers to attend. 


NORTH SIDE FEED & COAL 
STORE, Minneapolis, Minn., has been 
incorporated with a capital stock of 
$25,000. . The directors are Carl Ko- 
gan, Sam Krasner and L. Friedman. 
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Hogan & Hinch Feed Mill. 


Hogan & Hinch feed mill, Corning, 
Ta., has been operating a hammer mill 
for several years, but within the past 
three months has installed a Miracle 
cold molasses process mixer, with the 
result that their business has been 
practically doubled, according to Dr. 
J. K. Hogan, one of the proprietors. 
Doctor Hogan says that many farmers 
drive past several mills on their way 
to his plant in order to get the mo- 
lasses mixing service. The custom mo- 
lasses feed mill originated in the state 
of Iowa, where the Miracle cold mo- 
lasses process mixer was invented by 
George M. Agee, Des Moines. Mr. 
Agee is now in the employ of the 
Anglo American Mill Co., Owensboro, 
Ky., manufacturers of the mixer. 


ABOUT PIONEER MILLERS 

R. W. Chapin, president of Chapin 
& Co., feed manufacturers at Chicago, 
was particularly interested in a story 
of the old Steenberg mill at Usher, N. 
Y., because he shipped feed to its pro- 
prietor. 

Mr. Chapin incidentally recalls that 
bran sold as high as $40.00 in 1872. 
His letter follows: 

“T have often seen your family mill 
at Usher, N. Y. We used to sell feed 
to Mr. Steenberg, also remember ship- 
ping to Half Moon and Crescent, N. 
Y. We are glad to know you came 
from a race of millers. 

“My father used to own the Mane- 
gold mill on West Water street—next 
to P. M. dock. Then he was superin- 
tendent of the then largest mill in the 
United States, J. B. Martin, Newark, 
N. J., which is still standing. It was 
all stones and no rolls. The capacity 
was 1,500 bbls. per day. The bran 
was spouted loose into canal boats 
and towed to New York City where 
it was bagged and sold. Bran sold as 
high as $40.00 there about 1872.” 


HOFFMAN FEED CO., Madison, 
Wis., has purchased a new feed mixer. 
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SK US 


for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO . 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 


WOODDALE MERCAN- 
TILE CO., Wooddale, Wis., has dis- 
continued business, according to J. 
Ruehe, proprietor. 


S. E. STERCHE, Moquah, Wis., 
has purchased the Moquah Flour Mill 
and is open for business. 


W-C TO REBUILD 

Washburn-Crobsy Co. “A” mill, des- 
troyed by fire last month, with a loss 
of more than $500,000.00 will be re- 
built on the same site and will include 
four modern milling and storage units. 

Contract has also been let for con- 
struction of a 200,000 bushel concrete 
elevator which will adjoin and serve 
the rebuilt “A” mill. It will be a sep- 
arate unit, however, and will be an ad- 
dition to the present grain storage fa- 
cilities of the Washburn-Crosby Co. 
The burned mill contained no eleva- 
tor facilities. 

Construction of the “A” mill will be 
started this fall. The new structure 
will be at least eight stories high. The 
“A” mill was one of the oldest of the 
Washburn-Crosby plants. After its re- 
construction the most modern milling 
machinery will be installed for a feed 
mill unit, the new rye unit and durum 
mill. It will also contain a flour ware- 
house. 


HENRY CONNORS has recently 
entered the feed business at Sioux 
City, Ia. He has erected a large ware- 
house and is handling a complete line 
of International feeds. 


BROOKS MILLING CO., Minne- 
apolis, is experimenting with a new 
24 per cent feed, to be put on the mar- 
ket soon, according to Frank Scott. 
The firm has also adopted a new trade 
mark design which will be used on all 
their products. 


ORGANIZE SEED COUNCIL 

For the purpose of forming a central 
clearing house of information and im- 
proving methods of producing and dis- 
tributing good farm seeds, representa- 
tives of B state agencies assembled at 
the University of Minnesota farm and 


‘organized the Minnesota State Seed 


council. 

This council will have 14 members. 
The Minnesota Threshermen’s asso- 
ciation has been invited to join the 
council, but it was not represented at 
the organization meeting. 

James W. Evans, Montevideo, was 
elected president of the council; L. M. 
King, Minneapolis, vice-president, and 
R. F. Crim, St. Paul, secretary and 
treasurer. 
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“A Feed Store in a Box Car’ 


Pouttry FeEeps, Hoc Feeps, Dairy RATION 
WASHBURN CROSBY COMPANY | 


MINNEAPOLIS, MINN. 
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Results, Not Details of Product Count With Feeder, Dealer Discovers 
Pushing Commercial Rations Makes His Business a Paying Proposition 


owners and milk production to 

dairymen and forget you are 
selling feed,” said Arthur Renstrom, 
of the Christopherson-Renstrom Co., 
Omaha, Nebr., “if you would do a 
profitable business. The buyers do not 
care what the feed is so long as it gives 
results that are profitable to them. You 
remember our mothers put nails in the 
water of the poultry yards in our boy- 
hood days. Some one had told them 
it would help keep the fowls healthy 
and in that way increase egg produc- 
tion. They never made any actual 
tests and did not know the truth. 

Why Chickens Cross the Road 

“Yet science has since shown us 
the reason. Not only that but has 
shown why a hen crosses the road. 
There are some mineral substances in 
the hard beaten soil of the traveled 
road that the hen does not get in her 
rations of grass and bugs. She is 
searching for that necessary item ‘in 
her wanderings in the road. That,” 
said Mr. Renstrom, “has all been cared 
for by the maker of chick feeds, who 
has gone about this in a scientific way 
and prepared the product so all miner- 
als necessary are found in the food. 
There must be bone producing ma- 
terial, flesh producing material; the 
great thing is that it must contain the 
necessary ingredients for making both 
the yolk and white of the egg. Other- 
wise there would be no egg produc- 
tion. 

“This is also true of the feed sold 
the dairyman. Now we can see what 
I meant in the beginning when I said 
sell egg and milk production and for- 
get the food question if you would 
succeed. It is the education along this 
line that has aided us in steadily in- 
creasing sales of both chicken and 
cow feeds. I admit I was ignorant in 
the beginning, but had the desire to 
gain knowledge. The result has. been 
a 22 per cent increase in sales in one 
year with prospects much better for 
the year 1928.” 

Pushes Commercial Rations 

Christopherson-Renstrom Co. has 
been selling feeds for six years but 
it is only the last four years that an 
effort was made to increase the trade 
to a profit basis. Before that it was 


60 ows egg production to poultry 


mainly looked upon as an accommo- 


dation to the coal patrons of the firm. 
The auditor pointed out to Mr. Ren- 
strom that this was all wrong and 
nothing should be passed through the 
house that did not show a profit in the 
transaction. Then it was that Mr. 
Renstrom began a systematic study of 
egg producing feeds as well as milk 
producing. The firm had been selling 
ground feeds of different kinds with- 
out much attention to the business. 

“Now that I have discovered and 
remedied my own weakness by concen- 
trating on a good line of commercial 
mixed rations,” said Mr. Renstrom, “I 
find it easy to sell four times the feed 
we did in the olden days. Not only 
that but it is much more satisfactory 
to the purchasers. We still do quite 
a business with the owners of horses 
and dairy outfits, but the big depend- 
ence is now in neighborhood poultry 
flocks, those of the backyards, if you 
please. It has not only proven a good 
thing with those established three 
vears ago but has resulted in increas- 
ing the flocks in North Omaha at least 
100 per cent. That means many more 
sales. 

Consistent Advertising Pays 

“We do advertising in the local 
neighborhood paper that goes into 
every North Omaha home. In addition, 
we have a selected list of nearly 1,000 
names and mail something along the 
feed line twice each month. A little 
booklet: ‘Why Chickens Cross the 
Road,’ has proven exceptionally good 
for us as a business getter. Then let- 
ters are mailed regularly to this list 
by the manufacturer of the feeds we 
sell. ‘These have all heen carefully 
tested by agricultural experts and we 
know they are good and wil do all 
we claim. This service can be ob- 
tained by any one and we advise all 
dealers in either chicken or cow feeds 
to have the tests made. 

“The big reason’ for doing this is 
that you may know the feed will ac- 
tually produce more eggs or more milk 
when fed as directed. Otherwise you 
do not get results for your patrons 
that will justify repeat orders. A fail- 


ure to secure repeat orders means no’ 


profits as the first profit is all lost in 
securing the customer. Advertising 
costs and postage have eaten it. Sell 
egg production to the peultry owners 
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and forget alt about feed and you are 

on the track that leads to safety. The 

same rule applies in selling to dairy 

owners. Sell milk production, and 

know you are actually doi i 

profits are safe.” 
Sells on Cash Basis 

We listened to the sales talk of Mr. 
Renstrom in three cases while waiting 
to get this interview and know that 
he gives the prospects a Straight talk 
along the line cf production and ac- 
tually sold higher priced feed than a 
customer called for at first. This was 
to back yard poultrymea, where Mr. 
Renstrom says the big profit is to be 
found. 

“What about the method of pay- 
ment? Do you sell feeds on time?” 

“In very rare instances only. That 
is when we know from actual experi- 
ence the buyer will pay within the 
week. All other orders are cash with 
order or when goods are delivered,” 
said Mr. Renstrom. “It was costing 
us too much grief to allow bills to 
run on this line and, whiie we did not 
like to do so, at last declared a hard 
and fast rule, ‘cash at time of sale or 
no. sale.’ This caused a little trouble 
at first and possibly we lost a few 
customers, but where one was lost we 
gained three by talking egg and milk 
production instead of selling feed. Now 
our customers expect to pay cash. This 
insures us against all loss from bad 
accounts and we need not have so 
much invested in outstanding bills.’ 

One other thing has been very pro- 
minent in the success of this firm in 
selling feed. “Comb your immediate 
neighborhood thoroughly,” said Mr. 
Renstrom. “It costs less to deliver 
the goods at ten blocks away than to 
scatter and have a haulage of miles 
in some instances. Then you can give 
better service and that always wins 
friends. : 

“For success in selling feeds get the 
big idea as to the results they will 
produce and then sell production of 
eggs and milk and all is well.” 


B. F. BEINKE, Sigourney, Ia., has 
purchased the feed and coal business 
of the Diamond Lumber Co., Webster. 
Ia. He will operate a feed mill and 
carry a complete line of building ma- 
terials and coal. 
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‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: © 


3. C. HUBINGERB BROS. CO., Keokuk, Gluten Feed 
BE HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Kaffir 

FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 

i i AMERICAN MOLASSES CO., New York City................ Blackstrap Molasses 
ae ¥ MUTUAL RENDERING CO., Philadelphia, Pa......................-. Meat Scrap 
os 4 OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 
AMERICAN LINSEED CO., New York City................ O. P. Linseed Oil Meal 


4 ‘6 99 e e 
Eureka” 3-in-1 Superspeed Mixer 
 § A Motorized Feed Mixing Unit 
4 We shall be glad to submit prices on motor-driven mixers. En- 
q quiries should always specify current and voltage available. 
ss q Write for Catalog No. 111. 
S. HOWES CO., INC. 
Invincible Grain Cleaner Co. 
SILVER CREEK, N. Y. 
‘‘Eureka’’ — ‘Invincible’? Grain Cleaning Machinery 
ez, io European Branch: 64 Mark Lane, London, E. C. 3, England. 


Modern Plants Manufacture 
Efficient Feeds 


A visit to the home plant office of 
the Purina Mills, St. Louis, as in fact 
is a visit to any one of the modern 
feed manufacturing plants of the coun- 
try, is a convincing lesson in the valuc 
of commercial mixed feeds as com- 


pared with home mixed rations. 


The care which goes into every de- 
tail of feed manufacturing in an insti- 
tution such as the Purina Mills makes 
any comparison between commercial 
mixed feeds and home mixed rations 
almost impossible. Just where this 
care starts would be impossible to ex- 
plain, for it seems never ending. Feed 
ingredients are purchased from sources 
scattered all over the world and ac- 
cepted or rejected at the mills in ac- 
cordance with high quality standards. 

The feed formulas are determined 
with due consideration of all the latest 
and most scientific nutritional know!l- 
edge available. The feeds are tested 
in separate biological and chemical 
laboratories and checked by actual feed- 
ing on experimental farms. The manu- 
facturing processes are controlled by 
almost automatic machinery developed 
and installed by feed system engineers. 
one system to make each specific feed. 
to handle each formula. Large office 
and field organizations teach dealers 
how to sell the feed and farmers how 
to use it. Compare these processes 
then, if you can, to the facilities which 
are available for home mixing. 


N. L. THOMAS, Elmore, Minn., is 
erecting a feed mill. 


Expert Oat Huller 


HULLS AND SEPARATES COM- 
PLETE JOB ONE OPERATION 


Capacity 40 to 60 bus. Per Hour 
Only 5 H.P. Also hulls Barley; Speltz; 
cracks and grades Corn, Wheat, Millet, 
etc. Automatic sieve cleaner. 

No feed manufacturer or elevator should 
be without fone. Write for particulars, 
samples, etc. 

Sales Representatives Wanted 


CLELAND MANUFACTURING CO,, 


Minneapolis, Minn. 
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Two Eastern Feed Associations 
Hold Annual Meetings 


Northern New York Organization Elects W. A. Mather President 
New Jersey Group Entertained by State Agricultural College 


HE sixth annual convention of 

i the New Jersey Feed Dealers’ 

association, which was held at 
the state agricultural college, New 

Brunswick, N. J., October 10, brought 
out a record attendance and a demon- 
stration of enthusiasm that augurs 
well for the future progress of the as- 
sociation. 

_All of the business sessions were 
held in the college buildings to which 
the delegates were welcomed by H. J. 
Baker, head of the state extension de- 
partment. At 10:30 a. m., when the 
meeting opened, nearly 150 delegates 
had already arrived and this number 
was swelled as the sessions continued. 

Prof. W. C. Skelley gave an inter- 
esting talk on “Fish Meal, Its Influ- 
ence on the Growth of Swine and the 
Quality and Palatability of the Car- 
cass.” He told of the experiments con- 
ducted at the college and gave his un- 
qualified approval of fish meal as a 
valuable feed ingredient. He _ stated 
that he wanted to explode the theory 
that fish meal would taint the carcass. 

“The New Jersey Dry Grain Calf 
Mixture” was the subject of an ad- 
dress by Prof. C. B. Bender, which 
provoked many questions from_ his 
audience. 

The dealers were much interested in 
a talk by Prof. C. S. Platt on “The 
All-Mash Method of Feeding Chicks 
and Layers”. Professor Platt ex- 
plained that the experiments at the 
college had been on a small scale, but 
that they would be enlarged this year 
to prove the sound value of the all- 
mash plan. He furnished the dealers 
with the formulas that had been used 
and gave advice as to the best meth- 
ods to follow. 

At 12.30 a box luncheon served at 
the college provided a pleasant period 
during which the dealers besieged the 
speakers with additional questions and 
kept their note-books busy jotting 
down ideas culled from the experiences 
of other dealers. 

In the afternoon speaking gave way 
to business, and plans for a drive for 
members were made. Regional lead- 
ers were appointed and a_ thorough 
canvass will be made during the year 
with a goal of 200 members set for 
the next annual meeting. 

W. A. Stannard, secretary of the 


Eastern Federation of Feed Merchants, 
made a flying trip from New York 
and gave a talk on “The Importance 
of Trade Organization”. He urged 
the members to enroll every retail 
dealer in the state, not only in the lo- 
cal organization, but also in the feder- 
ation and National associations. 

“If we are to work effectively, we 
must have three distinct organiza- 
tions,” Mr. Stannard said. “First, the 
local or district association such as 
yours. Here you will meet purely lo- 
cal problems and because you can meet 
often and get to know each other bet- 
ter you can improve your individual 
businesses. Second: the federation 
welds the effort of many smaller units 
into an effective trade army to meet 
problems of wider importance. Third: 
The national association as mediator 
of disputes, and with its nation-wide 
outlook, is a necessary unit in the plan 
for better trade conditions.” 

At an evening banquet held at the 
Klein hotel, Frazer Metzger, dean of 
men, Rutgers university, was given a 
noisy ovation at the conclusion of a 
talk of unusual interest. 

The officers of the association were 
re-elected, including Harry Franke, 
president, and H. J. Samuelson, sec- 
retary. These two men were hustling 
every minute of the convention. Mr. 
Samuelson kept his pencil busy sign- 
ing up new members and Mr. Franke, 
who presided at all of the sessions, 
had a new suggestion to offer at every 
pause in the program. 

An unexpected feature on the pro- 
gram was a talk on sales promotion 
by A. W. Carpenter, salesmanager of 
the Larrowe Milling’ Co., who starred 
for Prof. R. C. Reager, who was de- 
layed in reaching the hall. Mr. Car- 
penter rose to the occasion and gave 
so important a talk that Professor Rea- 
ger, on his arrival, said that he “has 
taken the wind out of my sails and 
given a talk on selling that I cannot 
hope to supplement’, whereat he 
changed his subject. 


CHARLES HILMAN, formerly 
with the LeRoy Salt Co., has taken a 
position as manager of a new salt de- 
partment which has just been added 
to the business of the LeRoy (N. Y.) 
Cold Storage & Produce Co. 
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A. MATHER, Adams, N. Y.. 

\ \ was elected president of the 

® Northern New York Feed 
Merchants’ association at the annual 
meeting held at Watertown on Octo- 
ber 12. In spite of the fact that he 
has been in the feed business for only 
two years, Mr. Mather received the 
unanimous vote of the members and 
flattering testimonials regarding his 
progressiveness. 

The dealers from Lewis and Jeffer- 
son counties gathered for dinner at the 
Woodruff hotel, and later adjourned to 
the grill room for their meeting. Frank 
A. Stearne, president during the past 
year, presided and outlined the growth 
of the organization since it was started 
a year ago. Plans were made for en- 
rolling in the membership all of the re- 
fail feed dealers in the two counties 
embraced by the organization. Each 
member who attended took names of 
other dealers and agreed to call on 
them before the first meeting in No- 
vember. 

Cash and restricted credit was the 
subject of a lively discussion and it is 
expected that the association will 
adept recommendations in the near fu- 
ture which all members will be asked 
to follow. It developed that all of the 
dealers are tightening up on credit and 
urging their customers to pay cash. 
Some members offer a discount for 
cash but none of them have yet ven- 
tured on a strictly cash basis, although 
all were agreed that the dealers and 
farmers would benefit by such a sys- 
tem. 

W. A. Stannard, secretary of the 
Eastern Federation of Feed Merchants. 
spoke on the subject, “The Importance 
of Local Trade Clubs”. He urged the 
members to work unceasingly to in- 
clude every retail dealer in the asso- 
ciation. The most successful results 
will be accomplished only when every 
retail merchant is positively and active- 
ly identified with a local feed club, 
which meets frequently and when 
every local club is affiliated with the 
federation. Mr. Stannard said dur- 
ing his talk, “We have been satisfied 
too long to leave the active administra- 
tion of organized effort to a few men. 
That is not a good symptom. It leads 
to dissatisfaction and lethargy. What 
we need is a 100 per cent membership 
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Since 1885—45 years and 


No-Milk Calf Food 


is still the Leader. 


We have over 350 dealers in Wisconsin 
selling our Product and some of them 
over 42 Years. Their repeat orders 
each year is the best recommendation 
we know of for No-Milk Calf Food. ) 
ARE YOU ONE OF THEM. 


FOR PRICES WRITE 


National Food Company 


D. R. MIHILLS, Mgr Fond du Lac, Wis. 


2. 


The Goodyear Tire and Rubber Company of Akron, Ohio, ordered 52; 
Phoenix Mutual Life Insurance Company of Hartford, Connecticut, 32; The 
Stanley Adv. Company of New York, 39; Fox Film Exchange of New York, 
36; and other quantity orders from the Hammermill 
Paper Company, Erie, Pennsylvania; New York 
Edison Company, New York; The Union Special 
Machine Company, Chicago; Hoffman Specialty 
Company, New York; The Ford Motor Company of 
Detroit; Barber-Greene Co., Aurora; Rail Steel Bar 
Association, Chicago Evening American. 


WRITE FOR ILLUSTRATED FOLDER— 


DO YOUR SALESMEN SELL? 
oe G (16 mm) 
rojector 
1111 Center St. W. D 


Chicago, Illinois 


World’s heteeiidi Manufacturers of Standard Portable Motion Picture 
Projectors and Cameras 


that is 100 per cent active. And that 
is not too much to expect when so 
much is at stake.” 

W. I. Roe, Watertown, N. Y., who 
was re-elected secretary, reperted that 
out of 45 retail feed dealers in the dis- 
trict, more than 30 were members. Mr. 
Roe was a farm bureau agent before 
turning to the feed business and has 
an “interesting slant,” as he calls it, on 
the relationship between dealers and 
farmers. 

Benjamin F. Loomis, Watertown, N. 
Y., reported a substantial surplus in 
the treasury and was immediately and 
unanimously re-elected 
Other officers chosen were A. T. Mc- 


Cormican, Carthage, N. Y., first vice- 
president; James J. Weldon, Water- 
town, N. Y., second vice-president. 


W. McMURCHIE, Neenah, Wis.. 
has been refused permission by the 
city planning commission to move and 
remodel the Sorenson grist mill he 
recently purchased. 


The Comfortable 
Great Northern 
Ho 


tel 


TRAVELERS select the 
Great Northern for its 
wonderful location in Chi- 
cago’s “‘loop’’. They return 
because the large comfort- 
able rooms, homelike en- 
vironment, attentive service, 
excellent food and moderate 
charges make it an ideal 


hotel. 
400 Newly Furnished Rooms, 
{i -50 a day and up. Sam 


Rooms $5.00, $6.00, 
and $8.00. 


Walter Craighead, Manager 
DEARBORN STREET FROM JACKSON 
TO QUINCY 


New Garage One-Half Block 


(‘anon Valley Milling (to 


PURE BRAN 


MINNEAPOLIS Flour 


STO.MIDDS 


Est. 1872 * 
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Mutual Millers Form 


Local 
Effort 


Clubs 
to Enroll 


More Members 


HE Mutual Millers’ & Feed 

Dealers’ association is making 

a progressive drive to enroll 
every retail feed dealer in Western 
New York and Pennsylvania. Since 
the annual meeting in September sev- 
eral new members have been added 
and the officers and more active mem- 
bers are giving much time in calling 
on those who have not yet joined. 

“We all hope to see a great number 
of new members this year,” said J. D. 
Ditzler, Jamestown, N. Y., new secre- 
tary of the association. “With several 
local groups within our association 
holding regular meetings and co-oper- 
ating in the membership drive I be- 
lieve we shall have a most successful 
year.” 

Mr. Ditzler is spending much time in 
organizing the small local clubs among 
a few dealers who are close enough 
so that their business areas overlap. 
His enthusiasm is spreading among 
the members and there seems to be a 
revival of the interest that swung this 
old organization to the top of the list 
of eastern trade associations many 
years ago. 

“Our association favors these local 
clubs,” the secretary commented, as 
he discussed the possibility of getting 
every retail dealer active in one of 
them. “They can meet frequently and 
discuss their own local problems. The 
trade difficulties that effect all of our 
members can be handled at the two 
meetings which, according to our con- 
stitution, are held at six month inter- 
vals. Perhaps the most important re- 
sult of the local clubs is the friendship 
that is developed between competitors. 
This in turn brings new enthusiasm 
into our association.” 

The next meeting of the Mutual 
Millers’ & Feed Dealers’ association 
will be held during the winter, the time 
and place to be decided by the officers 
at their next meeting. 


WHITING & STEPHENS, Canis- 
teo, N. Y., recently joined the associa- 
tion. This firm is known in their sec- 


tion as unusually progressive. To com- 
plete their service for their customers 
they have installed a molasses feed 
mixer and are manufacturing a mo- 
lasses dairy feed as well as doing a 
lively custom business. 


FRANK YOUNG, Alden, N. Y., 
one of the directors of the Mutual Mill- 
ers, has returned from his annual fish- 
ing trip to Honey lake. The fishing 
must have been unusually good, judg- 
ing from the smiles that greet Mr. 
Young’s callers since his return. 


HENRY NEFF, Salmanca, N. Y., 


-has come back from a moose hunting 


trip in the big woods of Canada with 
some thrilling tales, the most interest- 
ing of which was the shooting of a 
inonster moose by his companion. 


FULLER & BROOKS, formerly of 
Belmont, N. Y., are now cperating a 
mill at Scid, N. Y., under the trade 
name of the Scio Mill Co. 


MEYERINK MILLING CO., Cly- 
mer, N. Y., has built an addition which 
gives needed room for mixing equip- 
ment and more sacked storage. They 
have installed a complete molasses 
mixing plant. 


L. <A. Gleason has_ remodeled 
his mill at Springboro, Pa., and has 
added considerable new equipment. 
Mr. Gleason also has a mill at Con- 
neautville, Pa. 


‘FEED DEALERS located on the 
electric railroad between Cambridge 
Springs and Erie, Pa., are now com- 
pelled te haul their goods from points 
on other railroads, due to the discon- 
tinuance of service on the line. The 
towns most affected are Edinboro, Mc- 
Lean and McKean. 


WRIGHT & DICKEY, Center 
Road, Pa., have installed a new one- 
ton feed mixer. 
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A NEW MILL that is modern in 
every respect. has been built by Clar- 
ence Legters at North Clymer, N. Y., 
to replace the plant that was recently 
destroyed by fire. He began grinding 
about October 1. 


FIVE ADOPT CASH BASIS 

Five nearby dealers in western New 
York have found that it costs money 
to extend credit and have adopted the 
cash plan. They all report that they 
are well pleased with the results and 
are willing to boost for a more general 
adoption of the cash basis and a re- 
striction of credit. The dealers are 
Frank Young, Alden, N. Y.; Rapp 
Bros., Darien Center, N. Y.; A. P. De 
Muth, Darien Center, N. Y.; Gilbert 
Ayres, Crittenden, N. Y., and A. R. 
Lawrence, Corfu, N. Y. 


Southern Manufacturers 
- Hold Convention 


(Continued from Page Eighteen) 

to R. E. Nye, Denver Alfalfa Milling 
& Products Co., St. Louis; least num- 
ber of putts, zipper dunnage bag, pre- 
sented by Chase Bag Co., to F. C. 
Shinault, Bemis Bros. Bag Co., Mem- 
phis; low score blind hole, goft sweat- 
er and socks, presented by Standard 
Commission Co., to Mr. Keith; high 
score blind hole, automobile fire ex- 
tinguisher, presented by D. A. Fisher. 
Inc., to C. B. Fretwell, Spartan Grain 
& Mill Co., Spartanburg, S. C.; high 
gross, prize, premium, award, souve- 
nir or what-have-you, presented by the 
association to Hugh W. Stallworth. 
Ralston-Purina Co., St. Louis; los- 
ers’ lottery, spoon, presented by Ens- 
ley-Carrigan Co., to G. J. Stone, Uni- 
versal Mills, Ft. Worth, Texas. 

Golf prizes for guests were awardec 
as follows: Low net, golf bag, pre- 
sented by Werthan-Morgan-Hamilton 
Bag Co., to Walter N. Browne, Mem- 
phis; low gross, zipper sport bag, pre- 
sented by Lamar Alfalfa Milling Co.. 
to J. B. McGinnis, Memphis Merch- 
ants’ Exchange, Memphis; best poker 
hand, golf knickers, presented by 
Manard Blackstrap Co. to S. J. 
Thompson, Ubiko Milling Co., Cincin- 
nati; low score blind hole, golf shoes, 
presented by E. L. Luibel to R. D. Er- 
win, Henry S. Sawrie Co., Nashville. 
Tenn. 

Attendance at the final session of 
the convention Wednesday morning, 
was limited to active members of the 
association. A. T. Pennington, Royal 
Feed & Milling Co., Memphis, Tenn.. 
was elected president for the ensuing 
year. C. B. Fretwell, Spartan Grain 
& Mill Co., Spartanburg, S. C., vice- 
president and Will A. Hall, Interna- 
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Mention The Feed Bag When Writing Advertisers 


he 
+ + 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts — Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


Peppy 


Sweet Cream 


Dried Buttermilk 


MEAT SCRAPS 
OAT GROATS 


| = __‘ Write or Wire for Prices <= 


| THE HERMITAGE MILLS 


INCORPORATED 


| NASHVILLE, TENN. 


—for almost half a century 


EVERY time you sell a sack of flour it 
should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 
it possible to sell an. 
other sack to the same Occident Feeds 


customer. Occident Hard 


Wheat Bran 
It takes a good flour to do those Occident Hard 


things. OCCIDENT is that kind of Wheat Mixed 

a flour. Dealers have been selling Feed and 
OCCIDENT that way for nearly Alta Hard Wheat 
half a century. Middlings 


FREE FROM 

SCREENINGS 
RUSSELL -MILLER MILLING 0. | 
MINNEAPOLIS, MINN. 


FLOUR 
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tional Sugar Feed Co., Memphis, treas- 
urer. 

Members of the executive committee 
are H. J. Schlafy, Gober’s Great 8 
Milling Co., Jackson, Miss.; E. Wil- 
kinson, Western Grain Co., Birming- 
ham, Ala. G. G. Keith, Hermitage 
Mills, Nashville, Tenn; J. B. Edgar, 
Happy Feed Mills, Memphis; J. M. 
Wilson, Meridian Grain & Elevator 
Co., Meridian, Miss., and L. R. Haw- 
ley, Quaker Oats Co., Memphis. 


MAX COHN, Sunset Feed & Grain 
Co., Buffalo, stopped at Memphis the 
last day of the Southern Mixed Feed 
Manufacturers’ association convention 
on his return from the American Le- 
gion convention which had been held 
at San Antonio, Texas. Mr. Cohn, ac- 
companied by his wife and another 
couple, was driving but reported a fine 
trip despite long stretches of poor road 
and no lack of tire trouble. 


j. P. PARKS, Kansas City, sells 
feed and feed ingredients on a strictly 
brokerage basis but, we believe it is no 
secret that Jerry likes to speculate a 
bit while attending various feed trade 
conventions. His profits at the recent 
Memphis convention of the Southern 
Mixed Feed Manufacturers’ association 
amounted to approximately $190.00. 
Jerry used $100.00 of this to join the 
association as an associate member, 
and contributed part of the remainder 
to a fund which was being raised at 
the Memphis exchange for the bene- 
fit of an ill and distressed inember. 


JOHN JOUNO, Donahue-Stratton 
Co., Milwaukee, was unable to make 
his annual trip to the Southern Mixed 
Feed Manufacturers’ convention § at 
Memphis this year. He was elected 
delegate to the biennial convention of 
the United Lutheran Church Brother- 
hood at Erie, Pa., October 7-19, which 
conflicted with the dates of the Mem- 
phis convention. While there, Mr. 
Jouno, was elected vice-president of 
the western district of the United 
Lutheran Church Brotherhood, which 
includes all the United States west of 
Chicago and western Canada. Mr. | 
Jouno has been president of the Wis- 
consin Brotherhood for the past 
three years. He regrets having missed 
the feed convention, but states that he 
will attend all future meetings. 


CORTLAND FEED CO., Cortland, 
N. Y., has added a new corn cutter 
and other machinery to their already 
complete mill. The installation was 
made by Albert Landon, well-known 
millwright in that section. 


¢. 
| 
| 
4 
| 
7 
= 
=p 
= 
= 
=. OCCIDENT = 
> 


GUISBERG POTATO CO., Anti- 
<o, Wis., has purchased the Hirt Bros. 
Milling Co. plant and is dismantling it. 


JOHN H. LE JEUNE, Cumberland, 
Wis., has purchased the C. E. Hook 
property and is installing an up-to-date 
feed mill. 


WELLS-BURCH CORP., feed deal- 


ers at Alexander, N. Y., “entertained” - 


burglars for the third time within a 
vear. On the latest visit the intruders 
stole $323.00 from the safe. This was 
but one of the many feed stores and 
null burglaries in western New York 
during the present summer and au- 
tumn. 


HOPKINS FLOUR & FEED CO., 
has discontinued operation of its plant 
at Castile, N. Y. The firm had been 
in continuous operation for more than 
100 years, having been founded over a 
century ago by the father of Miles A. 
Hopkins, who conducted the business 
until the time of his death a little more 
than a month ago. 


THOMPSON & KNAPP, Pierre- 
pont Manor, N. Y., have sold their 
feed and coal business to Brown & 
Polsen. Mr. Brown formerly conducted 
a feed store at Sidney, N. Y., and Mr. 
Polsen was connected with the feed 
trade at Syracuse. The new firm al- 
lows customers a discount of 2 per cent 
tor cash and reports that they intend 
to restrict the extension of credit as 
much as possible. They do not ex- 
tend credit more than thirty days. 


LOUIS W. DEANE, Waltham, 
Mass., president of the Eastern States 
Milling Co., presided at a‘ dinner and 
meeting of the directors of that co- 
operative concern in Buffalo on Octo- 
ber 19. Mr. Deane reported the feed 
company is now serving 24,000 eastern 
farmers and doing an annual business 
of $10,000,000. John D. Zink, general 
manager, reported the Buffalo plant 
will produce and sell 180,000 tons of 
feed this year. 


A. R. BLACKBOURN, former dis- 
trict manager and in charge of poultry 
feed sales at the Minneapclis office of 
the International Sugar Feed Co., has 
been transferred, to take charge of the 
Memphis branch cf the company. Will 
Hall, manager at Memphis for many 
vears, has been transferred to Minne- 
apolis, due to illness. 


GOOD BUSINESS EXPECTED 

E. S. Woodworth, E. S. Woodworth 
& Co., Minneapolis, reports that the 
prospects for the feed business this 
year are very good, 


Sparta- Tomah Dealers Hear 
Kress and Dyson 


(Continued from Page Thirteen) 
to do it. Most grinders don’t know 
how much it cost them to turn out 
grist and they are inclined to belittle 
the cost in order to make them feel 
better when they do the work. 
Not a Trade Builder 

Grinding feed is too often regarded 
as a trade builder rather than a profit 
making department of the feed store. 
I believe this is a mistake and that the 
fellow who has the most feed ground 
is the fellow who buys the smallest 
volume of commercial feeds and_ in- 
gredients. The dealer doing grinding 
is often too busy and in ill humor to 
do a real job selling commercial mixed 
feeds and feed ingredients on which 
he can make a real profit. 

“Local conditions have considerable 
influence on grinding cost. Machinery 
varies and the type and cost of power 
is different. We have three principal 
sources of power—electricity, gasoline 
and oil, and water. I believe electricity 
is the most expensive and must frankly 
admit that all my experience has been 
with electricity. We pay a demand 
charge of $1.00 per day plus 3 cents 
per kilowatt consumed to the power 
company. In checking the cost of feed 
grinding in our plant, I found that our 
books revealed the following facts: 

Grinding Cost Items 

“Our lowest monthly power cost per 
bag of feed ground in any month was 
3.75 cents and in June and July when 
the volume of grinding is considerably 
below normal it has run as high as 11 
cents per sack. The average is ap- 
proximately 5 cents per sack. 

“Although most grinders will handle 
from .35 to 40 bags of feed per hour, 
our experience has been that a good 
man will only be able to take care of 
an average of 20 sacks. On this basis 
we have figured our labor charge at ap- 
proximately 1% cents per sack. 

“A small grinding outfit can be pur- 
chased for $1,000.00 and figuring its 
life at 20 years, we must depreciate 
the machine at $50.00 a year. The an- 
nual interest will be $50.00, taxes 
$20.00 and demand charge $360.00. The 
amount of power consumed will vary 
but without considering overhead at all 
we ‘can figure a fixed charge of at least 
1 cent per sack. The cost of repairs 
and new grinding plates will add an- 
other cent, making a total of 8% cents 
per sack. 

Volume Very Important 

“Many feed 
which cost 


stores 
nearer 


have grinders 


$2,500.00 than 
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$1,000.00, and where this is true, as 
any of our plants will show, the aver- 
age cost of grinding, not including any 
overhead figures at least 9% cents per 
sack. 

“How can we, therefore, make a pro- 
fit charging only 10 cents, as most of 
us do, and what happens when we 
charge only 8 cents, as is the case in 
some stations? It certainly is a prob- 
lem, especially when you are not oper- 
ating on a cash basis and wait for your 
pay for grinding as you do, for the 
money for feed. The volume of grind- 
ing is important to consider in connec- 
tion with grinding cost and even at the 
average present rate and average pres- 
ent cost we could make a profit if we 
had a good volume and if the mini- 
mum charge to each customer is kept 
high enough. To do this, however, we 
would have to grind 8 or 10 hours a 
day instead cf 3 or 4 hours as we do at 
present.” 

Secretary Steenbergh next talked on 
the advantages of membership in the 
Central Retail Feed association. He 
named and explained some of the vari- 
ous advantages as follows: Goodfellow- 
ship; district meetings; exchange of 
ideas on subjects such a& credit, cash 
basis, grinding and mixing, cost of do- 
ing business, cost of delivery, con- 
certed action to remedy such problems 
as direct selling and legislative inter- 
ference, arbitration committees to keep 
trade disputes from the courts and an 
information bureau. Several new mem- 
bers signed applications following Mr. 
Steenbergh’s talk. 

Purina Play Presented 

Cost of delivering feed to farmers 
and the cost of handling feed were 
included among subjects discussed at 
the meeting. Dealers taking part in the 
discussion included D. W. McKercher, 
McKercher Milling Co., Wisconsin 
Rapids; A. L. Klinker, New Lisbon, 
Wis.; Martin Hansen, Camp Douglas 
Farmers Co., Camp Douglas, Wis.; S. 
G. Sorenson, Tomah, Wis., and Oscar 
Hussa, Bangor Milling Co., Bangor, 
Wis. 

Attendance prizes donated by the 
Central Retail Feed association were 
awarded as follows: Cigar lighter, Mr. 
Klinker; flashlight, Mr. Dyson; deck 
of cards, Mr. McKercher; thermome- 
ter, Frank Kopecky, Wonewoc. 

two-act play entitled “From 
Breakirg Even to Breaking Records”, 
with thieves in Sam Sackrider’s feed 
store, was presented through the cour- 
tesy of Purina Mills. The actors were 
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Hasall the features of a 
double head attrition mill in 
little space and at low cost. 
It will grind almost anything. 
Furnished with Line Start 
Motor where required. 


MILWAUKEE, WIS. U.S.A. BULLETIN 1234-I 


KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 
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SHIPPERS OF 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER -DANIELS-MIDLAND C0. 


Manufacturers of Linseed: Oil and Meal 
GRAIN DEPARTMENT 


MINNEAPOLIS -—- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 
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Forest Secor, Milwaukee; H. R. Vogel, 
La Crosse and Roy W. Cullman, Cull- 
man Lumber & Supply Co., West Sa- 
lem, Wis. This play was also pre- 
sented at the Central Retail Feed as- 
sociation convention in 1927, and has 
been reported in detail in past issmes 
of The Feed Bag. 

Mr. Dyson was elected chairman for 
the next meeting of the club, which 
will be held at Viroqua. Arrange- 
ments for the meeting will be made 
by Mr. Dyson and Secretary Steen- 
bergh, and announcements mailed to 
all concerned. 


J. J. MULLANEY, Sioux City, Ia., 
has purchased the Akron Mill and is 
rebuilding and remodeling the plant. 
The elevators, when completed, will 
have a storage capacity of 125,000 
bushels. The feed warehouse has been 
remodeled and a 15 ton truck scale, 
corn cracking machine, sacker and a 
chick and poultry feed mixer are be- 
ing installed. At the present time, Mr. 
Mullaney owns and operates 20 grain 
elevators. 


CONGRATULATIONS 
A baby girl joined the family of N. 
F. Stiles, Platteville, Wiis., of the 
Brooks Milling Co., and well-known 
among dealers in central Wisconsin. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
LAMAR, COLO. ST. LOUIS, MO. 


AC> Vertical Grinder 
| | 
| 
| | 
| 
| | 
| 
| 


MIXED OR STRAIGHT CARS 


: NEW RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


| May 


| 


Molasses Feeds 
Poultry Feeds 
Mill Feeds 
Coarse Grains 
Protein Feeds 
Wheat Flour 


Protein and Molasses 


That’s what you can furnish 
your trade in 


Sweetened Douglas Corn Gluten Feed | 
(20%, Protein) 


Two especially good ingredients for dairy feed, poultry mash 


and hog feed, combined into one for your convenience. 


Durham Cane Feed Molasses which 
is used to sweeten Douglas Corn 
Gluten Feed adds palatability. 
appetizing, conditioning and fattening 
effect of molasses on all livestock is 


well known. 


Order SWEETENED DOUGLAS 
CORN GLUTEN 
straight or mixed cars. 


Many prefer it. 


_PENICK & FORD Ltd. Inc. 


Cedar Rapids, lowa 


FEED today in 


The 


Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil ana Cotton 


Seed Meals 


either straight 
or mixed 


cars 


Large warehouse facili- 


ties and complete 
stocks insure prompt 
shipment. 


Grain 
_ We offer: 
Oats, 
Corn, 


Rye, 
Barley 


and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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o Firms You Do Business With 


MILL FEEDS 


+ $WHEAT SCRE: EEN NINGS 
te 
Hiawatha Grain Company 
+o MINNEAPOLIS, MINN. nt 

+ ‘“FOR BETTER SERVICE’ 
4 (We Own And Operate A Mill And Elevator) z 
+ SPECIALIZING IN ALL TYPES OF SCREENINGS < 
+ (GROUND AND UNGROUND) at 
tia Get Our Samples and Prices me 
STRAIGHT CARS MIXED CARS # 
+ 


GROUND FEEDS 


2 2 2 2 2 2 2 2 2 2 2 2 2 2 


OILMEAL 


= WHEAT FEED 


‘Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mill ren 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% — 


ST. PAUL, MINN. 


Office 315 Corn Exchange ~~ 
\ MINNEAPOLIS, MINN. 
4 


— 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 


m— WE SELL DEALERS ONLY <—a 


GRIT. 


HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, "HOMINY, CORN, 
. In fact, everything i in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship Cc. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


OATS, OYSTER SHELLS, 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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CHARLES HOLDEFER, JR,, 
Donnellson, Ia., who recently pur- 
chased the Lee County Flour Mill 
from his father, Charles Holdefer, Sr., 
is making extensive improvements on 
the buildings and property. 


J. H. COLGROVE CO., Canasera- 
ga, N. Y., has launched a merchandis- 
ing campaign with a full line of mill 
feeds. J. E. Walker & Co., Avoca, N. 
Y., who have been engaged in the fruit, 
produce and grain brokerage business 
for many years, are directing the cam- 
paign. Mills of the Colgrove Co. are 
located at Arkport, N. Y. 


NOW! 
Pearl Grit 


in Packages.. 


PEARL G ait 


bigger Profits 


Handy ten-pound packages—easy to 
store, easy to display, easy to sell. 
Pearl Grit—the limestone grit that 
makes chicks grow and hens lay— 
carries a much bigger profit for you 
than inferior grits that sell in bulk. 
Now, instead of carrying grit as an 
accommodation for your customers, 
you can sell them a better product 
and make a nice profit on it. 

Pearl Grit is bound to sell fast. 
We're putting on a big advertising - 
campaign in the principal state farm 
papers—telling your customers 
about the advantages of Pearl Grit 
—building up a demand for it. Now 
is the time for you to stock up— 
and cash in on this demand. 

Mail this coupon. Get our offer to 
dealers and complete details of our 
selling plan. Do it NOW. 


PEARL GRIT CORPORATION 
(Subsidiary — The Ohio Marble Company) 
211 Ash St., Piqua, Ohio 


Pearl Grit Corporation - 
211 Ash St., Piqua, Ohio 


Please send me details of your selling plan. 


q 
| 
POULT 
> 
— 
— 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


Jacobson “A JAC 8") 


Feed Grinder 


Pulverizes grains, ear or snapped corn, 
roughage, and other materials into soft 
cool stock. Requires less H. P. but 
grinds more feed. 


ALFALFA HAY 


The better grades of ALFALFA HAY are. 
the most economical to buy and feed. For your 
protection we ship on United States Govern- 
ment Grades. CARLOAD or TRAINLOAD. 
DAIRY HAY CO., Dept. B, Stetsonville, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 


1090 TENTH AVE. S. E. 
MINNEAPOLIS, MINN. 


FIRES AT BINGHAMTON 
The feed trade of Binghamton, N. 
Y., has been stalked by the fire demon B 
during the past few weeks and in its uy 


wake are the ruins of three large 


plants. The Ah-Wa-Ga Mills, owned 
stroyed by a terrific fire that gave the 


fire department a stiff battle. The loss : ' 
is reported at $110,000. The plant of The Genuine Live Reef 


Baker Bros. was gutted and buildings CRUSHED OYSTER SHELL FOR POULTRY 


leased by the Western New York Packed in new 100 lb. burlap bags. 
Warehouse and known as the Achilles 


rubber plant, were seriously damaged. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


Here’s a Real Job 
For the Right Man 


All Goods teed 


The Crushed Oyster Shell Company 
BILOXI, MISS. 


A midwest feed manufact- 
urer is looking for a capable 
sales executive who can direct 
the internal activities of its 
sales department. 


The man in question must 
have actual sales experience. 


and a keen understanding of 
salesmenis problems. and HERRICK FEED COMPANY, INC 
their faults. He must be able +] s 


to write selling letters, and to 


supervise the letters written WHOLESALE 


by others. He must be able to 
analyze situations and _ to 


sales This Grain and Feed Shippers 
HARVARD, ILLINOIS 


rection of our Sales Manager. 

The job offers a real oppor- 
tunity for the right man, and PHONES 135 AND 118 
the compensation will be sat- 
isfactory—after the man has 
proved his worth. 


R. L. HERRICK M. H. HERRICK 


Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 


ADDRESS Best of attention, prices agreeable; 
SALES EXECUTIVE Our motto is: ‘‘satisfaction unbeatable’’. 
Suite 41-42 


86 E. MICHIGAN ST. 100% FOR THE DEALERS 


MILWAUKEE, WIS. 


R. L. HERRICK, Jr. J. M. HERRICK 


==> 
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The Feed Bag Is Your Paper, Help It By Boosting 


BEGIN NOW 


self-aligning types are preferable for head shafts. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald C. R. McCotter 


Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


to plan for the installation of anti-friction 
bearings in your plant before another crop 
movement. This is the time to decide on the 
kind of bearings you will install. In making 
your selection_be sure those decided upon are dust proof—and 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 
MEMPHIS, TENN. 


Quality and Service Guaranteed 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


616 Corn Exchange Bldg. Minneapolis, Minnesota 


COKATO GRAIN & MARKET 
CO., Cokato, Minn., is constructing a 
three story addition for feed grinding 
and for manufacturing dairy and poul- 
try feed. A grain cleaning machine is 
also being installed. 


THEODORE HANSON, Arland, 


Wis., is erecting a feed and flour ware- 


‘house and will soon be open for busi- 


ness. 


LINCOLN WAY HATCHERY, 
DeWitt, Ia, has opened a_ branch 
hatchery to be known as_ Smith’s 
Hatchery & Feed Store at Maquoketa, 
Ia., with Carl J. Smith, of DeWitt, as 
manager. The branch will handle a 
complete line of Purina feeds. 


WILLIAM THEISEN, Paynes- 
ville, Minn., has completed the erection 
of his new feed mill and is now open 
for business. 


ARCHER - DANIELS- MIDLAND 
CO., Minneapolis, has purchased the 
grain elevator at Osceola, Wis., from 
William Tewksbury and will use it for 
storage and grinding screenings. 


McCANDLESS & LADWIG, Anti- 
go, Wis., have installed a Bauer Bros. 
mill. 


RED GOLD si 


Strawberries 


A marvelous new berry, rich, sweet, 
bright in color, fine in flavor. Act- 
ualiy saves sugar, use half as much 
as ordinary for high grade pre- 
serves. Single plants produced 
hundreds of berries. Big yield from 
small bed. 


FREE 
for Testing 
Send us your name and 10c, or not, as 
you please, and we will send you our 


catalog and two strong Red Gold plants 
at planting time, without cost. 


Paper Mulched Berries Better 
U. S. Govt. reports Paper Mulch saves 
moisture, kills weeds, increases yields 
in garden products. 

We offer special combinations of Red 
Gold plants and the necessary amount 
of Paper. 12 plants and paper, $2.00, 
50 plants and paper, $6.00. 100 plants 
with paper and special strawberry 
setting tool, $10.00. Paper Mulch en- 
ables you to get big yield from small 
bed with little work. 


Gardner Nursery Co. 0,22%.°72; 


Osage, lowa 


Page Thirty-eight 


THE FEED BAG—NOVEMBER, 1928 


< 
| | 
i | 
| 
i é | 
| 
| OY) 
| BSS Ny 
| | as \ 
| 
| 
| 
x | 
| 
| 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


VER 
| COLONIAL BUTTER SALT 
PEARL GRIT 


Bag Lots-- Ton Lots 3 


Dadmun- LaBudde | 
| Company | 
NORTH MILWAUKEE 


Wuen in MINNEAPOLIS 
STAY AT | 


| New Nicollet | 
Hotel 


|| OPPOSITE TOURIST BUREAU | 
li ON WASHINGTON AVENUE |i 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
orthwest 


| RATES 
69 Rooms at................. $2.00 


3.00 


257 Rooms at................. 3.50 
| 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Ht Three Blocks from Both Depots. 
iH Retail Center and Wholesale Center. 


Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 


and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 


MINNEAPOLIS, MINN. 


ility 


Our service is as near 
as Your Telephone 


i Broadway 4961 


||| GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 

Brokers for Operating Elevators at 

| i CLINTON CORN GLUTEN and MILWAUKEE—CHICAGO 
| CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 


| 
| 
| 
| 
| 


THE FEED BAG—NOVEMBER, 1928 Page Thirty-nine 


WHERE OS Grad 

| | 
4 
rer i 
il 
Quality—Service—Price |} 
| 
| 
| | 
i 
i | 
| 38 Rooms at................. 5.00 il 
1G i 
| 

W. B. CLARK, Manager 


D. W. McKERCHER, McKercher 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


Milling Co., Wisconsin Rapids, Wis., 
a director of the Central Retail Feed 
association, made a trip by car recent- 
ly to Winona, Minn. He stopped at 
Sparta enroute to visit with the presi- 
dent, F. Kern. 


PROGRESS AT NEW ULM 
In the early pioneer days, when In- 
dians roamed Minnesota’s prairies and 
woods, the Eagle Roller Mill Co., was 
founded at New Uim, Minn.  Estab- 
lished in 1857, it is one of the oldest 
mills in the state and recognized as 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices— We can save you Money 


the largest inland plant of its kind in 


the country. It was destroyed by 
fire in 1858, rebuilt the following year 
and was enjoying a prosperous growth 
when the Indian troubles of 1862 be- 
gan. The mill was destroyed by In- 
dians, but was again rebuilt, and in 
1886 had a capacity of 200 barrels of 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


flour a day. A rapid increase in busi- 


ness made it necessary to enlarge the 
plant and install new machinery. To- 
day the mill has a daily capacity of 
5,000 barrels of wheat flour, 1,000 bar- 
rels of rye flour and corn meal and 250 
tons’ of commercial feeds. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


PANCAKE FLOURS 4 
Pure Buckwheat, Self Rising CORN, oR OATS 


Buckwheat, Self Rising Wheat, 
Graham, Whole Wheat QUALITY ote “SERVICE 
your trade demands 


A wonderful saving to you. _ All prices 
Write, Phone or Wire 


delivered your station. Write for price. . 
S. H. VAN GORDEN & SONS Western Terminal Elevator Company 
Sioux City, lowa 


LINSEED MEAL Dells Milling Co. 
AUGUSTA, WIS. 


‘'CARLOTS 
MANUFACTURERS OF 


Linseed By-Products Co. 
917 METROPOLITAN LIFE BLDG. | Detts Favorite Products| 
Rye — Buckwheat — Whole Wheat. 


MINNEAPOLIS, MINN. 
Consign Your GRAIN, BARLEY AND RYE Especially 
FOR ATTENTION OF: 
JOSEF MUELLER WM. R. MADDEN 


TO 
BRUERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg’ 
Milwaukee, Wis. 


Established 1884 Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
Beet Pulp--Oil Meal--Poultry Feeds--Molasses Feeds, Etc. 


DISTRIBUTORS FOR - - Screenings 
penick-ForD co's OLAS S E -- ost Freed 


Send for MANEY BROTHERS MILL & ELEVATOR CO., 


MINNEAPOLIS, MINN 


NEWTON FEED CO. 


Main Office and Mill, Milwaukee, Wis. Eastern Office, Boston, Mass. 
NEWTRIO DAIRY RATIONS 
INSTITUTIONAL DAIRY FEEDS 
INSTITUTIONAL DAIRY FEEDS (SWEET) 
DAIRYMAN’S BEST TESTING RATIONS 


“GOLD STANDARD” POULTRY FEEDS 
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OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Get on our list— Marke: letters and prices 


M. G. 
RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 
Millfeeds 
Cottonseed 


Oyster Shells 


Screenings 
Powdered Skim Milk 
Dried Butter Milk Bone Meal 

Meal Grai 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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GRAIN and SEEDS 


SHIP TO + QUICK SHIPMENT =: 
$+ 
Commission Merchant «4 $+ 


We have Pure Bran, Spring 
Bran and Durum Feeds in 
Shipment. Write for quota- 

E. J. KOPPELKAM tions and try our service. 3 
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GRAIN FUTURES PHONE ATLANTIC , 


I. S. JOSEPH CQ., Inc. 


Flour Exchange 
Minneapolis, Minnesota 


373 Broadway 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 
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Member Chamber of Commerce 


ee 


F. J. PHELAN CO. 


418 Chamber of Commerce GR ADE C C A’ »] 
MILWAUKEE, 
WIS. 
“Grain Futures” LJ 
Special Attention to Hedges 1) Al F F F 
silence AS GOOD AS ITS 
expands with NA ME 


Printed messages 
They are profitable 


ADTKE ORTSCH Send for Sample and Price. 
BROS. CO. 


1894 
PRINTERS 


LITHOGRAPHERS LABUDDE FEED & GRAIN CO. 


344-346 MILWAUKEE STREET 


Brospway 1076 WISCONSIN 
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Vol. 4. No. 11. NovEMBER, 1928 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, ete., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New Eng- 
land Retail Grain Dealers’ association. It 
circulates monthly to practically every respon- 
sible retail feed and allied products dealer in the 
East, New England, and Central Northwest. 
Feed Merchants Bulletin of the Eastern Fed- 
eration of Feed Merchants merged with The 
Feed Bag, July, 1928. 


Copyright, 1928, Editorial Service Co.,Inc. 


SPENCE 
FLAX 
SCREENINGS 


A blend of selec- 
ted flax screen- 
ings — recleaned, 
pulverized and 
bolted. Wiscon- 
sin dealers say 
Spence is the best 
brand on _ the 
market. Present 
prices are well in 
line with other 
feeds. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 


Page Forty-two 


Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Deutsch & Sickert 


400-402 Chamber of Commerce 


O p a Nn VY MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 
Alfalfa Hay a Specialty 1 67 4 
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Dairy Supplement 


A Protein Rich Concentrate For 


Mixing With Grains 


True Value 32% Dairy Supplement is a com- 
bination of protein rich feeds. Pure cane mo- 
lasses is used to further improve these con- 
centrates. This combination is much better 
than any single high protein feed. Sell True 
Value 32% Dairy Supplement to your grain 
growers who feed their own grains. Priced 
reasonably. Now booking for future shipment. 
Write or wire us collect. 


LADISH MILLING CoO. 


MILWAU KEE, WISCONSIN 
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King Midas is the Leader 
Amon3 Progressive Dealers 


tendency among progressive and promi- 
roles nent feed stores is to discontinue weak, slow 
SG? moving brands of flour and to concentrate 
their sales efforts on one or two strong lines. And 
King Midas is the popular leader in an ever increas- 
ing number of these stores. It’s easy to sell King 
Midas and dealers are always assured that King Midas 
quality will keep customers satisfied and 

bring repeat business. Cloverleaf pure 

bran and Snowball flour middlings are 


always available in mixed cars with King 


Midas flour. 


MANUFACTURED BY THE 


Kinc Mipas Co. 


MINNEAPOLIS, MINNESOTA 
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